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Our Story:— 
The ur Sto The 


United States Life Insurance Preferred Accident 


Company Insurance Company 
In the City of New York | OF NEW YORK 
’ ogre ae KIMBALL C. ATWOOD, Pres. 
Organized 1850. Non-Participating Policies 80 Maiden Lane, New York 
Only. Over 79 7 teams of Service to Has pleased its Agents and Policyholders and steadily 
Policyholders grown in financial solidity and in prestige for 40 years. 


: We write Accident—Health—Auto Liability and 
Good Territory for personal producers, under Property Damage and Burglary Insurance. 


direct contract. All Agency contracts are direct with the Home Office. 


HOME OFFICE rapes = $11,000,000—Surplus to policyholders 


156 Fifth Avenue New York City We have some territory open that may interest you. l 
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HOW TO WEIGH AN ELEPHANT— 


| see has it that a certain great ruler in Hindustan We of the Life Insurance Business also have an elephant 
was stricken with a sickness supposed to be fatal. to weigh. This famous elephant is much talked about, its 
But by some miraculous turn of fortune, the ruler was weight is conceded to be enormous, but little is actually 
spared his life, and in his gratitude, he decided to give a known about it. The name of this elephant is “Public 
large sum to the poor of his kingdom. He possessed a Opinion.” 

magnificent elephant —— cay heap the — of — 
who saw it, and he issued orders that a sum of silver, equa “ ea 

: F ages elephant.” But for those who can properly weigh it, Pub- 
in weight to that of the elephant, should be distributed. lic Opinion, 14 telgauity weteth ta weehe le-arid, GO 


But how was the elephant to be weighed? The most basis of satisfied customers and repeat orders, public opin- 
skilled carpenters were unable to construct a balance strong jon weighs ia. netiesably. heavier cach year on the Uaien 
enough to support the weight of the elephant. The wisest Central scale 
men in the kingdom were called into conference, but they 
were unable to solve the puzzling question. ae) when he 
began to appear that the problem was unsolvable, an o 
antes was weaved before the ruler with the information Customers Who Come Back Because of Greater 
that he could weigh the -lephant. Stites Every Your 

With the promise of a large reward, the sailor set to Per cent of annual new business written in the Union Cen- 
work. He secured a large and sturdy barge and had a plat- tral on old policyholders 
form built upon it. After much persuasion, the. elephant 
was induced to walk out upon the barge. This caused the 
barge to sink fer down into the water, and the sailor 
marked the level all the way around. _ no Pre 
then led off, and silver was heaped upon the barge until 1 
sank to the same level. When this occurred, the sailor Revivals and additions are not included in the above figures 
of course had the elephant’s weight in silver. 


THE UNION CENTRAL LIFE INSURANCE COMPANY 
CINCINNATI, OHIO JESSE R. CLARK, JR., Pres. 








Public Opinion quite often turns out to be a “white 
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Our Sixty-Second Year (jae =) of Multiple Line Service 





























A RELIANCE AGENCY 


Connection Means 


—a direct agency contract, assuring more sub- 
stantial first year and renewal commissions. 
—participating, non-participating and guaran- 
teed dividend insurance with an adequate range 
of contract forms. 
—the Perfect Protection Policy which assures 
less sales resistance, lower lapse ratio and 25% 
to 40% more sales than is the case with the 
average life insurance policy. 
—the new Juvenile Policy which is now meeting 
enthusiastic public acceptance from coast to 
coast. 
—office_ facilities and furnishings provided in 
the Branch Office without cost. 
—greater opportunities for self-development in 
this fast growing organization. 
—prospect-finding service and newspaper ad- 
vertising. 
—prestige, as a representative of this strong, 
progressive institution which is the first to place 
$400,000,000 of ordinary life insurance in force 
in 25 years without consolidation or reinsurance. 

And what's more, it means PROSPERITY 
to hundreds of Reliance underwriters nation- 
wide. 

“Sell Perfect Protection and you'll sell MORE 
life insurance.” 

Profitable agency connections are open to 
men who can furnish satisfactory references. 
All communications strictly confidential. 


IXELIANCE LIFE 
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Mail This Coupon Today 











An Illustration of the 
Perfect Protection Policy 








$ 50.00 weekly if disabled by 
accident. 


$ 50.00 every week for 52 
weeks if disabled by sickness. 


$600.00 per year in addition if 
totally and permanently disabled 
by accident or sickness. No more 
premiums to pay and no deduc- 
tions from the amount of life insur- 
ance due your family. 


$ 5,000 cash to you at age 
65, or 
e 


$ 5,000 cash or a substantial 
monthly income in the event of 
natural death. 


$15,000 cash or $10,000 cash 
and a substantial monthly income 
in event of accidental death. 








Issued In Larger Or 
Smaller Amounts 




















Reliance Life Insurance Company 
Farmers Bank Bldg. 
Pittsburgh, Pa. 


Gentlemen: Without any obligation, furnish me complete details on the Reliance Agency Contract. 
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The Problem of Heart Disease 


Periodical Medical Examination of Growing Children 
Offered as the Most Feasible Method of 
Checking Mounting Death Rate 


from This Cause 


By Frepertck L. Horrman, LL.D. 


Consulting Statistician, Prudential Insurance Company of America 


EART diseases in all civilized countries 
H are the leading cause of death and of a 

vast amount of physical impairment. 
As far as it is possible to judge the relative 
frequency of heart diseases in proportion to 
population has everywhere been increasing dur- 
ing the last two decades, although evidence to 
this effect is more or less conflicting. There 
have been changes in death classification which 
are difficult to deal with, and unquestionably a 
rise in the average age of the living population 
which would bring a larger proportion into the 
period when heart affections are most common. 
But be this as it may the situation is one of 
the utmost importance to the adult population 
suggestive of the great value of periodic exami- 
nation during early life and preventive or reme- 
dial measures, the efficacy of which has been 
established. During the examination of re- 
cruits, conscripts and volunteers, for the World 
War, valvular disease of the heart was recorded 
in over 88,000 cases, cardiac hypertrophy in 
11,389, myocarditis in 1792, and endocarditis in 
2782. Altogether the group contained over 
120,000 cases, or about 5 per cent of the men 
examined. Of the 120,000-odd cases of organic 
defects of the heart, a large proportion properly 
enough was rejected for military service of 
any sort; namely, 90 per cent. There were, 
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however, accepted for general military service, 
2872 cases of mitral insufficiency and 300 cases 
of mitral stenosis. Practically no cases were 
regarded as remediable. 


Distribution by States 

For valvular disease of the heart, endocardi- 
tis, etc., the ratio per 1000 showing uefects 
in this group was 26.26, varying from 61.55 for 
the State of Washington to 13.47 for the State 
of Wyoming. For the State of New York 
the ratio was 34.90. Cardiac hypertrophy and 
cardiac dilation were found in 13,000 men. The 
ratio for the country at large was 4.65 per 
1000, varying from 10.63 per 1000 for Nevada 
to 1.57 for Arkansas. For the State of New 
York the ratio was 6.81. 


Myocarditis and myocardial insufficiency 


were found in 7092 men, the ratio being 0.72 per 
1000 for the country at large varying from 
16.40 for Maine to 0.17 for the District of 
Columbia. 

The grand total of all organic diseases of the 
heart was 30.74 per 1000, the range being from 
68.84 for the State of Washington to 16.29 for 
the State of Wyoming. For the State of New 
York the ratio was 41.05. 

In the United States registration area during 
1927 there occurred a total of 211,976 deaths 
from all forms of cardiac affections distributed 
as follows during the period of 1915-1927: 

In proportion to population, the rates per 
100,000 have been as is shown in the table at 
top of page 23. 

(Continued on page 23) 


DEATHS FROM HEART AFFECTIONS, U. S. REGISTRATION AREA, 1915-1927 


Total 
111,152 
119,751 
128,719 
138,120 
124,901 
139,410 
139,214 
158.564 
170,033 
176,671 


Other 
Diseases 
of the 
Hart 
99,053 
107,475 
115,304 
124,514 


Acute 
Endo- 
carditis 
6,147 
6,096 
6,669 
6,656 
5,955 
6 861 
5 384 
5,.65 
6 431 
6,744 
7,999 
8,337 
8,875 


Angina 


Peri- 
Pectoris 


carditis 


184,897 
186,167 
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INCIDENTALLY 











HE tremendous total of deaths from auto- 
mobile accidents recorded in 1928 seems 
in a fair way of being equalled this year if 
not increased. Department of Commerce re- 
ports for the first six months show the rate 
considerably higher for this period as well as 
a comparative increase for the four-week 
periods ending August 10. While much com- 
ment is being devoted to deaths from aviation 
accidents it would seem more essential that the 
general public turn its attention to the task of 
lessening motor hazards. 
*x* * * 
OME weeks ago this column was used to 
pass on a pithy bit of advice from a 
veteran salesman who said “call on a lot of 
dealers and ask them to buy your stuff.” The 
same thought is again expressed in different 
words by the Volunteer State Life Insurance 
Company’s agency publication. It says selling 
life insurance is a combination of headwork and 
foot work; that seeing people is not merely 
the easiest way, or the best way, but, in fact, 
the only way of selling contracts. All of which 
is mighty true. 
x * * 
a to carry the subject just one paragraph 
further, I shall quote Thomas A. Edison’s 
view on the requirements for success. He 
declared, “Three things insure success, to wit: 
ambition, imagination and the will to work. Of 
these the will to work accomplishes the most.” 
* * x 
XPLAINING the value of men to business, 
Griffin M. Lovelace, third vice-president 
of the New York Life Insurance Company, 
pointed out that many concerns with plenty 
of capital have failed through lack of trained 
men and cited that capital would, unassisted, 
earn six per cent, but that when directed by 
good management on the part of trained men 
it would earn fifteen per cent. And that brains 
are therefore worth considerably more than 
money. 
x * x 
~~ effective play on words and letters which 
puts over a thought in favor of old age 
income insurance appeared in the August issue 
of Conmutopics, published by the Connecticut 
Mutual Life Insurance Company, Hartford. 
The lines were as follow: Save or Slave. 
There’s an “L” of a difference. If you save 
by means of an old age income policy now, 
it will not be necessary to slave later on. 
* * * 
MONG the twenty-six agents who quali- 
fied to take their wives on the Philadel- 
phia “traveling convention” was a young chap 
who up to two months ago had never carried 
a rate-book, leastwise seen one. He is Louis 
Sinykin, who, entering the business two months 
ago with the St. Paul, Minn., agency of the 
Philadelphia Life, has paid for $6000 in pre- 
mitms. 
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AILY newspapers of the country are 

reporting substantial and unprecedented 
gains in life insurance, “more than one hundred 
billion dollars in force in the United States,” 
was a recent story; fire insurance likewise is 
running into new high record marks and the 
infant of all the field, casualty lines, is picking 
up fast apace. All lines of the business, but 
casualty insurance especially is destined to 
mount to new levels during the next five years. 
Its growth will be a combination of the normal 
expansion of a comparatively new business and 
education. 

* * * 


CADEMIC education in casualty business 

is only this year beginning to be taken 
seriously by some of the largest and best col- 
leges in the country and with the foothold now 
established by the systematized method of 
learning, the well known but very unsatis- 
factory teacher, experience will be relegated 
to the limbo of forgotten things. Some of the 
best authorities and pioneers in the casualty 
business have spent years of study and exper- 
ience in bringing to agents and underwriters 
their hard earned knowledge and it is not only 
fair but right that any credit for increased 
business be attributed in a large measure to 
these educators and educational institutions 
which have added a course in casualty insurance 
to their curricula. 

* * * 


APITAL has become interested in aviation. 
The industry has received the stamp of 
approval from capitalists and labor rejoices. 
Aviation has been’ safeguarded ffor all 
time by capital and capital as of all times will 
a way to safeguard itself by insurance. It has 
only been during the past three years that 
organized aviation interests have begun to look 
to the insurance field for proper coverage in 
a big way. Classification of risks in this line 
is a difficult task. It will require much study 
and much experience, but at the rate ex- 
perience statistics are piling up it will not be 
long before almost every underwriter will find 
it necessary to classify most of the minor risks 
involved. 
* ok x 
N Canada, several companies writing life 
insurance have entered the field of insuring 
aviators. This branch of the aviation insurance 
business although more thoroughly developed 
than others has lots of room for improvement 
and improvement will come only with a few 
more years of experience. These Canadian 
companies are writing life insurance for pilots 
at excess rates. The rates vary from $15 to 
$30 per $1000 a year. Heretofore the rates 
varied anywhere from $15 to $50 and the 
closing of the gap is welcome evidence that 
the business is heading in the right direction 
toward standardization. 





HAT the National Fire Prevention Week, 

October 6 to 12, is greatly needed at this 
time, and that the campaign will be crammed 
full of activity, is reflected in daily newspaper 
reports of devastating fires throughout the 
United States. Fire losses during the past 
six months have been on the increase. The 
rising fire losses may in some measure be at- 
tributed to the draught suffered in many sec- 
tions of the country, and educational work in 
such a case may not be of much assistance, but 
too many fires have been reported where edu- 
cational work in fire prevention would have re- 
duced the total losses. It is a worth-while com- 
paign, and should receive the co-operation of 
every insurance agent where the campaigns 
will be waged during the week of October 6. 


x * * 


UT in Lyons, Ill., things are in a bad state 

of affairs, and only money, not education, 
will right things. We refer you to the fol- 
lowing news dispatch clipped from the morning 
paper: “The instalment collector was out this 
way yesterday, and drove off with the village 
fire truck. There was about $9000 due on it. 
The Village Trustees were sorry, explaining 
that the village treasury was temporarily a bit 
low. The instalment fellow was nice about it 
but adamant. Lyons, therefore, was virtually 
without fire protection today. The townsfolk 
were right sorry to see it go. It was such a 
pretty red truck.” 

A few news stories received from various 
sections of the country may bring more force- 
fully to the attention of everyone the dire 
need for this educational work which will be 
carried on during the prevention campaign. 


*x* *k * 


LTHOUGH the fire hazard remained acute 

throughout the forested areas of Michi- 
gan, with tinder dry conditions following a 
drouth of many weeks, this State was still pre- 
serving a remarkable record this week in the 
matter of forest fire control. Warnings were 
dispatched to the fire wardens of the various 
districts following receipt of word from the 
Weather Bureau that the hazard would prob- 
ably prevail for another week or more. The 
fires in Michigan this summer, while numbering 
over 1000, have been unimportant, and have 
been held down to an aggregate of about 25 
square miles of territory, mainly grass and 
brush lands, and with practically no property 
loss. 


* * * 


F IVE men were charged with arson in con- 

nection with. the burning of a residence at 
Houston a few days ago. The owner of the 
property paid one of the other men to fire the 
house, and this man sub-let the job to the third 
person, who acquired a helper and burned the 
property. 
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journal devoted to promoting the best interests of 
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Aircraft Policies—And How! 


HE women’s air derby is over, the 
Graf Zeppelin is about to complete 
its world-girdling flight, the Schneider 
cup races are in the offing and public in- 
terest in aviation is keener right now 
than at any time since the “Flying 
Colonel” made his puddle-hopping jaunt. 
So far so good; but what about avia- 
tion insurance? How is it developing 
and whither is it trending? To begin 
with, there is one paramount problem in 
the aviation insurance field which looms 
large on the horizon: that is the question 
of policies and their context. Up to the 
present, any underwriter who thought he 
had a new idea incorporated it in the 
policies he drew up. The result is that 
aviation policies differ perhaps more 
widely in their terms than do any other 
type of policies now on the indemnity 
market. Also, and this is a point which 
is apt to give trouble in the future, there 
is practically no supervision by State de- 
partments over the policy provisions. 
One of the largest aviation insurance 
groups in the business has, it is true, sub- 
mitted its policies to the New York State 
Insurance Department, but the other 
groups, and the few companies writing 
this form of coverage, have gone about 
the matter as seemed to them best in view 
of conditions as they found them. Con- 
sequently no standard provisions, as such, 
exist, and the amount of coverage given 
is a matter of competitive pressure and 
underwriting whim. The situation is 
somewhat analogous to that which oc- 
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curred in the health and accident under- 
writing field, particularly the latter, when 
all kinds of “freak” policies made their 
appearance and the policyholder had to 
be a shrewd reader and one partly versed 
in legal technicalities before he could 
determine just when he was covered 
under the terms of his contract and when 
he was not. 


With the tremendous growth which 
the past two years have witnessed in the 
aviation underwriting game, the premium 
volume available has increased by leaps 
and bounds. Naturally, competitive 
angles of the business kept pace. Today, 
there is a chaotic state of affairs as re- 
gards aircraft policies and rates which is 
unequalled in the annals of insurance. 
Of course, a portion of this, in fact a 
large portion, is unavoidable because of 
the lack of data on the experience and the 
impossibility of obtaining such data in 
any reliable degree. There are so many 
different types of aircraft in use in the 
United States, so many different pilots 
and so many different classes of work 
being performed by them that the 
accumulation of satisfactory experience 
data is an herculean task and one which, 
in the light of present conditions cannot 
be achieved. 


On the other hand, it does seem that, 
for the protection of the public, some de- 
gree of supervision should be exercised 
not only over the context of aviation in- 
surance policies, but over rates and com- 
missions to prevent an outcropping of 
those acquisition cost evils which plagued 
the casualty and surety field. As an in- 
stance of what is meant, one company, 
just last week, increased commissions on 
aviation insurance. Any aviation under- 
writer knows that there is no way now of 
determining whether existing commis- 
sions are adequate or not—they may be 
too high, they may be too low. Most of 
the work of underwriting and developing 
aviation insurance is compounded of 
“horse sense” plus a thorough knowledge 
of the aviation industry and more than a 
little guesswork. One _ underwriter’s 
guess is as good an another’s, but will the 
public suffer in the interim? Wouldn’t 
it be worth while for the Insurance Com- 
missioners at their convention to antici- 
pate the problems of aviation underwrit- 
ing rather than wait for it to develop into 
a mess as in the case of other modern 
coverages. 


A Dangerous Insurance Bill 
VICIOUS measure which seems 
to have escaped the attention of 
the insurance public has passed its second 
reading in the United States Senate. The 
bill provides that no industrial life, 
health, or accident company which does 
not require medical examination prior to 
issue, can set up as a defense in resisting 
payment of claim that the insured was 
not in sound health when the application 
was signed. Most applications, of course, 
require the aplicant to warrant his good 
health. The bill also provides that each 
policy must have a photostatic copy of 
the application attached to the policy. 

Such a provision, if enacted into law, 
would make it practically impossible for 
industrial insurance companies to oper- 
ate in the District of Columbia because 
of the heavy expense and enormous 
amount of labor entailed. 

There is no penalty attached to the bill 
for violation, but any company not com- 
plying with the provisions of the bill 
would have its license revoked. 

It is feared, too, that if the bill became 
law in the District that various State 
legislatures might adopt similar measures. 





Getting College Diplomas 

HE chance of the average grammar 
school graduate ever attaining a 
college or university diploma is astound- 
ingly meagre as shown by statistics re- 
cently issued by the National Home Study 
Council, of Washington, D. C. One of 
every sixty-three are reported as finishing 
the complete course. Taking the average 
one hundred boys in fifth grade the sur- 
vey futher shows that eighty-three 
reached the sixth grade, and that only 
thirty-four of this hundred reach the first 
year of high school and that thirteen of 

them receive a high school diploma. 
These figures certainly offer the wide 
awake life insurance salesman a powerful 
talking point. He can tell his prospect 
how absolutely certain he may be that his 
children do not have to fall into the “aver- 
age’ class where their chance for an 
adequate education is so indefinite. In- 
surance guarantees beyond every possible 
eventuality that the beneficiary is going 
to have a fair opportunity to finish high 
school and after that be the one in sixty- 
three who obtains the college diploma. 
Such protection is one of the happiest 

features of insurance. 
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The Spectator Company 
Opens Southern Office 


Entire South to Be Intensively 
Covered from New Orleans 
Headquarters 





William Thornton As Manager 





Well Known as Author and Practical 
Insurance Man All Over 
Territory 





The Spectator Company announces the ap- 
pointment of William Thornton as manager of 
its Southern Department, with headquarters in 
New Orleans. Mr. Thornton has devoted his 
entire business life to insurance work, and is 
widely known throughout the insurance field. 
He has a thorough knowledge of insurance and 
wil be able to render valuable service to the 
clients of THE SpeEcTATOR in the southern field 
by reason of his experience in company work. 





William Thornton 


Mr. Thornton is a native of Mississippi; his 
early training was with the Volunteer State 
Life Insurance Company, of Chattanooga, in 
its Jackson, Miss., office. Following a short 
experience in organization work Mr. Thornton 
went to Richmond, joining the publicity de- 
partment of the Life Insurance Company of 
Virginia. He subsequently, as manager, or- 
ganized the company’s conservation bureau, 
and because of his successful handling of this 
department was promoted to the position of or- 
dinary instructor in the field. 

This position he leaves to become associated 
with THe Spectator. In addition to his life 
insurance company work, Mr. Thornton was 
for many years prior to his connection with 
the Life Insurance Company of Virginia a 
southern correspondent of THE SPpEcrTaror. 


He is the author of “Short Lessons in Life In- 


Life Insurance 


surance,” published in 1923 by The Spectator 
Company. He is also author of “The Man on 
the Debit.” He conducted a course in life in- 
surance for the Richmond Life Underwriters 
Association. Mr. Thornton has been a frequent 
contributor of educational and news articles on 
insurance appearing in THe Specrator. He 
will therefore, be well qualified to supplement 
his sales activity for THe Spectator by edi- 
torial contributions. 

Associated with Mr. Thornton in covering 
the Southern territory for The Spectator Com- 
pany will be N. A. Kain. Mr. Kain is a native 
of South Carolina and has been for the past 
two years a valued member of The Spectator 
Company’s sales organization. Thirteen States 
will report to the New Orleans office. 


The establishment of the Southern Depart- 
ment, which is but a step in enlarging the scope 
and service of The Spectator Company, is par- 
ticularly pleasing to the president of The Spec- 
tator Company, Arthur L. J. Smith, and ful- 
fills a life-long ambition of bringing Tue 
SPEcTATOR in the closest possible contact with 
the South. Mr. Smith is a native of South 
Carolina and is the scion of a very well-known 
Southern family. Mr. Smith’s ancestors have 
a prominent place in South Carolina’s historical 
records, where the family settled in the six- 
teen hundreds, and were owners of the Wragg 
Barony, a large estate near Charleston. After 
the Civil War, Mr. Smith came to New York 
city, where his ability and industry molded for 
him a successful career. 
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New York Life Directors 


The success of any Company is primarily a matter 
of management—that is, of MEN. Following 
is a list of Directors, New York Life Insur- 
ance Company, the most recently elected 
being Calvin Coolidge: 
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LAWRENCE F. ABBOTT.......... Director Valentine & Co. 
SOREN Te MMII. 6c 'sscnccesccscccdecececss Manufacturer 
DUPE ERA NRE ES A NIUED so cise k's nic sea adsieessiessiceer Textiles 
CORNELIUS N. BLISS............. Commission Dry Goods 
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MORTIMER N. BUCKNER. .Chairman of Board, New York 
Trust Co. 


DMOMAN A BUCKNER, vo0ccvecscvescoscas Vice-President 
NICHOLAS MURRAY BUTLER. .Pres’t Columbia University 
CALVIN COOLIDGE. .Former President of the United States 


GEORGE B. CORTELYOU...... Pres’t Consolidated Gas Co. 
WALTER W. HEAD......... Pres't State Bank of Chicago 
CHARLES D. HILLES.................. Insurance Manager 
ALBA B. JOHNSON............. Retired, Philadelphia, Pa- 


PERCY H. JOHNSTON... .Pres’t Chemical Bank & Trust Coy 
WILLARD V. KING. .Chair. Advisory Board, Irving Trust Co. 


DARWEN Po TINGS 6 o.occccccvccccccceccecct President 
RICHARD I. MANNING. ...Farmer, Columbia, So. Carolina 
SO a CREA isceis s cScasieendecedessineceds Lawyer 
GERRISH H. MILLIKEN.......... Deering, Milliken & Co. 


FRANK PRESBREY....... Frank Presbrey Co., Advertising 
JOHN J. PULLEYN......Pres’t Emigrant Ind. Savings Bank 
FLEMING H. REVELL....Fleming H. Revell Co., Publishe 
GEORGE M. REYNOLDS Chairman of Executive Committee 
Continental Illinois Bank & Trust 
Co., Chicago 
HIRAM R. STEELE...... Steele, DeFriese & Steele, Lawyers 
JESSE ISIDORE STRAUS. .President R. H. Macy & Co., Inc. 
RIDLEY WATTS.......... Ridley Watts & Co., Dry Goods 
Commission 
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More Speakers at American 
Life Convention 





Program Committee Now Has 
the Final List Almost 
Complete 


Leroy A. Lincoln on Program 





Moot Subjects to Be Fully Covered by 
Well-Known Insurance 
Authorities 





“Life Insurance in the National Business 
Structure” will be the subject of an address be- 
fore the American Life Convention at its an- 
nual meeting at the Sinton Hotel, Cincinnati, 
Ohio, the morning of October 17, by Leroy A. 
Lincoln, first vice-president and general counsel 
of the Metropolitan Life Insurance Company 
of New York. 

Because of his wide experience in the business 
and political affairs of this country, Mr. Lin- 
coln has come to know very intimately the part 
that life insurance has played in the building up 
of this country’s great business structure. 
From 1915 to 1917 he was counsel for the New 
York Insurance Department. On January 1, 
1918, he became general attorney for the Met- 
ropolitan Life and later on advanced to first 
vice-president and general counsel for this 
company. 

The program committee of the American Life 
Convention has also announced the names of 
several additional speakers who will appear on 
the program of the meeting which will be held 
in Cincinnati on October 14 to 18, inclusive. 

On the afternoon of October 17 at the session 
devoted to subjects of especial interest to mem- 
bers of the Financial Section the speakers will 
be R. H. Loomis, of Boston, Mass., who will 
deliver an address on “Should the Portfolio of 
a Life Insurance Company Include Common 
Stocks?”, and H. B. Arnold, president of the 
Midland Mutual Life Insurance Company of 
Columbus, O., who will speak on “The Invest- 
ment of Policyholders Legal Reserve Life 
Funds.” Mr. Loomis is one of the leading 
authorities on investment subjects in the East, 
while Mr. Arnold, a former president of the 
American Life Convention, has made a very 
exhaustive study of the subject of his address. 

The afternoon of October 16 Philip Burnet, 
president of the Continental American Life of 
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Wilmington, Del., will speak on “Budgeting in 
a Life Insurance Company,” and Edward E. 
Reid, general manager of the London Life, Lon- 
don, Canada, will deliver an address on “The 
General Problem of Home Office Management.” 

The evening of October 16 at the meeting of 
the Financial Section C. G. Worsham of the 
Connecticut General Life Insurance Company, 
Hartford, Conn., will speak on “Managing 
Farms” and the same evening at the Home 
Office Management Section G. W. Skilton, 
comptroller of the Connecticut General Life, 
will discuss “A New Accounting System Be- 
tween Home Office and Field,” and Col. C. B. 
Robbins, president of the Cedar Rapids, Ia., 
Life Insurance Company, who will speak on 
“Shall We Exclude the Aviation Risk?”, and 
D. H. W. Dingman, vice-president, Continen- 
tal Assurance Company, Chicago, “Human Na- 
ture and Disabilty Insurance.” 


Lamar Life Delegation 





Party of Two Hundred Left Miss. for 
Company's Big Touring Conven- 
tion to Canada 

Jackson, Miss., August 23.—A party of 126 
persons comprising delegates to the Lamar 
Life’s annual convention, their wives, and offi- 
cers of the company, left Jackson today by 
special train for Chicago. There the party will 
board the S.S. South America for a cruise of 
the Great Lakes, and a visit to Mackinac 
Island, Detroit, and Buffalo. Four business 
meetings will be held aboard the South America. 

The home office is represented by H. S. 
Weston, president, C. W. Welty, vice-president 
and general manager, W. D. Owens, secretary, 
A. E. Babbitt, actuary and Roy D. Nelson, su- 
pervisor. 


Pan-American School in St. Louis 

More than fifty representatives of the Pan- 
American Life Insurance Company of New 
Orleans from Missouri, Illinois, Indiana and 
Kentucky are expected to attend a school of 
instruction to be conducted by the company in 
St. Louis, Mo., on September 5 and 6. 

Dr. Marion Souchon, vice-president and medi- 
cal director ; Ted. M. Simmons, manager United 
States agencies, and S. A. Allison, vice-president 
and actuary, will conduct the school. 


Provident Mutual Agents 
Convene 


Vice President M. Albert Linton 
Opens Three Day Meeting 
at Detroit, Mich. 





Adopt Agency Building Program 





National Advertising Campaign for 
Next Year Announced by Pub- 


licity Department 





Detroit, Micu., August 27.—The annual con- 
vention of the General Agents Association of 
Provident Mutual Life Insurance Company was 
held in the Book-Cadillac Hotel, Detroit, Mich., 
on Monday, Tuesday and Wednesday, August 
26, 27 and 28. Invocation was made by Charles 
A. Tushingham, educational supervisor, and ad- 
dresses of welcome presented by Nathaniel 
Reese, president of the General Agents Asso- 
ciation and general agent at Detroit, and by 
Donald T. Mackinnon, president, Detroit Life 
Underwriters Association. 


The convention rose for a moment of silent 
tribute to the late John Way, beloved vice- 
president of the company to whose memory 
fitting tribute was offered by Alfred Matthews, 
San Francisco, Calif. Louis F. Paret, New 
Jersey, spoke in memory of George W. Ryan, 
former general agent at Pittsburgh, and holder 
of world’s weekly scoring, record. William S. 
Asbrook, agency secretary, spoke of the com- 
pany’s loss in the death of its former insurance 
supervisor, J. Smith Hart. 

The keynote of the convention was sounded 
by M. Albert Linton, vice-president, who stressed 
the objection of agency building as most vital. 

With reference to the agency building pro- 
gram which had been inaugurated the early 
part of the year, James H. Cowles, assistant to 
manager of agencies, discussed the subject of 
selection and financing of agents. The plan 
outlined a procedure which could be used by a 
general agent in getting certain knowledge of 
prospective agents over a period of several 
months, with the idea that this careful selection , 
is important in agency building, particularly 
when financing is necessary. 

In connection with this, a salary plan was an- 
nounced under which a young man may be 
brought into the life insurance business and 

(Continued on page 8) 
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Missouri State Pension Law 
Now Effective 





New System Drafted by Insurance 
Actuary Is Held to- Be 
Model 
The St. Louis, Mo., Police Pension law 
passed by the 54th Missouri General Assembly 
became effective on August 27 and will be 
administered by a board of trustees composed 
of the Board of Police Commissioners, the 
City Comptroller, two members appointed by 
Mayor Victor J. Miller and three members 

elected by the police department personnel. 

The retirement system will not become effec- 
tive until October 1 as considerabie data must be 
compiled from police department records to as- 
certain who are entitled to retirement on pen- 
sions. 

The new board will obtain from the Police 
Pension Association, a voluntary organization, 
about $641,500 in accumulated funds. The 
City of St. Louis will also contribute $413,778 
annually for thirty years while members of the 
department must pay a fixed percentage of their 
monthly salaries. This percentage ranges from 
3.53 to 6.08 per cent. 

The new pension system has been held to be 
actuarially sound and can never become a 
greater financial burden upon the city and the 
members of the department than it now is. 

George B. Buck of New York city, an insur- 
ance actuary, helped draft the pension law. 
He has estimated that after thirty years the 
city’s contribution will be reduced from 9.8 
per cent of the total annual payroll of the police 
department to 4.49 per cent. 

Under the pension plan a patrolman 25 years 
of age would pay 3.72 per cent of annual salary 
or $78.12 a year, while a patrolman 30 years 
old would pay $81.15 and an officer 40 years 
old $99.42 a year. The annual percentage 
steadily increases until at 50 years of age the 
rate is 6.08 per cent of the annual salary. 

The percentage of payment toward the fund 
remains the same until the retirement age is 
reached. If an officer is promoted he pays the 
same percentage of the higher wage. 

If a member of the department is killed in 
service his widow or other dependents will re- 
ceive half his pay annually. 


Joins Continental Life Board 

George H. Smith, general manager and 
second vice-president of the Canada Permanent 
Mortgage Corporation of Toronto, Canada, 
which is one of the largest financial institutions 
in Canada, has been elected a director and 
member of the executive committee of the 
Continental Life Insurance Company of. this 
city. 


Bynum District Manager 
The Pan-American Life Insurance Company 
announces the appointment of Mr. O. H. By- 
num as District Manager at Amarillo, Texas, 
effective September 1. 
Mr. Bynum has been associated with the 
company’s Dallas office for several years. 


Life Insurance 





Cuba Protests Insurance 
Rates 


Improved health conditions in Cuba, 
as achieved during the past few years, is 
the basis of a movement now in progress 
to have foreign life insurance companies 
reduce premium rates there. 

The semi-tropical rate, which is mate- 
rially higher than normal, is considered 
by Cubans to be excessive, in view of 
mortality records, and it seems likely 
that the next Cuban Congress may take 
cognizance of the situation. The mor- 
tality rate on the Island Republic is ap- 
proximately 11.66 per thousand, as com- 
pared with several American cities show- 
ing a considerably higher rate. 











Provident Mutual Convention 
(Continued from page 7) 

trained. In the discussion which followed, 
Paul Loder, manager of the Philadelphia 
Agency, A. M. Hammer, general agent at Bos- 
ton, and Leonard Ellsworth, general agent at 
Chicago, related experiences which showed the 
value of selection and practical value of financ- 
ing when based on sound selection. 

Monday afternoon’s session was divided into 
three group meetings arranged according to 
size of agencies. The topic was “Addition of 
High-Grade Representatives.” Samuel P. Ellis, 
Cincinnati, addressed Tuesday’s session on “In- 
creasing Production of Present Field Force,” 
stressing proper relationship between general 
agent and his men. The discussion was led by 
Willard Wise. Reading, Penna.; Carlton H. 
Furr, Norfolk, Va.; Walter E. Vail, Los An- 
geles, Calif., and F. Phelps Todd, insurance 
supervisor. 

Dr. Herbert Old, assistant medical director, 
addressed the convention on “Broadening Selec- 
tion” and made pertinent suggestions regarding 
closer co-operation between agencies and home 
office medical and supervisory departments. 

The morning session was closed by Edward 
W. Marshall, actuary, in address presenting in- 
teresting phases of conservation. Had figures 
showing most profitable occupations of pros- 
pects for agents from more careful conserva- 
tion policy. 

The Tuesday afternoon session was devoted 
to film service for prospective agents originated 
by the Life Insurance Sales Research Bureau 
of Hartford, Conn. The film displayed by L. 
B. Hendershot. Some of the subjects covered 
are analyzing needs, planning work, presenting 
propositions, handling objections, closing, cul- 
tivating policyholders. 

The principal speaker on Wednesday morning 
was Henry Bossert, Jr., of the statistical de- 
partment, who presented charts showing the 
effect of careful spending on agency profits. 
A scientific plan of budgeting was presented to 
the convention and Mr. Bossert showed figures 
taken from actual agency records illustrating 
the effect of raising amount of average policy 








Legal Issues Involved in 
Bankers Death 





Two Sets of Creditors Claim Bulk of 
Life Insurance Amounting to 
$300,000 

Several legal issues have risen over disposi- 
tion of the insurance estate of about $300,000 
left by Dr. A. W. Bell, president of the de- 
funct Woodlawn Savings Bank, of Birming- 
ham. Dr. Bell was found drowned a few 
hours after his bank closed. Suits filed so far 
involving the estate are as follows: 

1—By attorneys for the bank seeking to use 
the insurance to pay depositors under the Ala- 
bama law that all insurance in excess of the 
amount on which $1000 will pay the annual 
premium may be claimed by creditors. 

2—By the Kamram Grottox, a fraternal or- 
der, having about $50,000 on deposit in the 
bank. The claim is made that the money to 
pay the insurance premiums was embezzled 
from the bank and that therefore the insurance 
should go to depositors. 

3—By the receiver for the estate of Dr. 
Bell seeking to force the personal attorney of 
Mrs. Bell to turn the insurance policies over 
to the receiver. A court order to this effect 
was rendered a few days ago and he was again 
cited to appear before the chancery court and 
show cause why he should not be held in con- 
tempt of court. 


Travelers Staff Changes 

Harold A. McKay, manager, casualty lines, 
of the Rochester, N. Y., branch office of The 
Travelers, who will become an agency assistant, 
casualty lines, at the home office of the com- 
pany September 1, will be succeeded as manager 
at Rochester by C. Edwin Blake, of New 
Haven, Conn. 

Mr. Blake has been connected with The 
Travelers since March, 1919, his first assign- 
ment being as a special agent in the Detroit 
office. For three years he was an instructor 
in the home office casualty training school, and 
in 1922 was made assistant manager, casualty 
lines, of the Hartford office. He was promoted 
to manager at New Haven in May, 1926. 

Edgar L. Haines, of St. Louis, will succeed 
Mr. Blake as manager, casualty lines, at New 
Haven. He became associated with The 
Travelers late in 1919, and served first as a 
special agent at Newark, N. J., and later as 
assistant manager, casualty lines, at St. Louis. 








on general agents’ expense rate and amount of 
agency profit. 

Nelson A. White, of advertising section, an- 
nounced that trial advertisements would be run 
next year in list of eighteen national maga- 
zines including Saturday Evening Post, Col- 
liers, Red Book, Atlantic, Harpers. New direct 
mail series were also presented to the con- 
vention. 

In the afternoon the convention adjourned 
to the Ford airplane factory and airport for a 
tour of the plants. 
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Northwestern National 
Life Meet 


Over a Hundred Fieldmen 
Gather at Evergreen, 
Colorado 








Western Regional Convention 





Selling Ideas Form Basis of Well 
Balanced Program Handled 
by the Agents 





Agents of the Northwestern National Life 
of Minneapolis gathered from ten western and 
southern States at the company’s western 
regional convention at Troutdale-in-the-Pines, 
Evergreen, Colorado, last week, August 21 to 
24. More than 100 fieldmen exchanged sales 
ideas during the three day meeting and also 
found time to enjoy the outdoor recreational 
features of the mountain country. 

Talks by agents of Cravens, Dargan and Co., 
Texas representatives of the company, featured 
the first business session Thursday morning. 
Some practical and usable ideas on business 
insurance were given by W. D. Foster, while 
R. H. Barrow, Jr., took the mystery out of 
group insurance, and S. J. Nadel presented a 
plan for lining up September business. 

Life insurance agency executives seemed to 
be unanimous in the belief that the average 
agent does not plan his work in advance, Mr. 
Nadel found as a result of a questionnaire 
which he circulated. They further believe that 
such agents will never rise above mediocrity 
until they have learned the importance of 
planning and have adopted it as a consistent 
policy. 

Mr. Nadel quoted that Harvard School of 
Business Administration in saying that planning 
is the fundamental operation in the conduct of 
any business enterprise or undertaking. Even 
more difficult than planning and just as neces- 
sary is carrying out the plan after you have it, 
he said. 

The purpose of business life insurance were 
listed by Mr. Foster in a most complete and 
convincing manner. 

Mr. Barrow, who has been in the insurance 
business only five months and has already 
closed three group cases, destroyed the “bogy” 
that soliciting group insurance is wasting time 
for the average agent. 

At the banquet held Thursday evening, 
Homer G. Hewitt, manager of the life depart- 
ment of Cravons, Dargan and Co., gave his 
conception of the characteristics that should 
mark a convention season. “Convention time 
should bring a feeling of renewed loyalty to 
the life insurance business; it is a time for 
self-examination; it is a period of high reso- 
lution; and it is a period of new vision for 
the future,” Mr. Hewitt said. Other speakers 
at the banquet were C. D. Ford and L. M. 
Rutten both of North Dakota, guests of the 
western regional meeting from the central 
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region, which held its convention the previous 
week at Breezy Point, Pequot, Minnesota. 

Agents took over the Friday morning session, 
over which W. F. Grantges, agency director, 
presided. The topics discussed were, “How 
I Sell in a Small Town,” Vincent Grainger, 
Texas; “My First Year with the NWNL,” 
Albert A. Goering, Kansas; “Agents’ Library,” 
Mrs. George O. Davidson, Texas; “Goodwill 
Builders,” S. E. Kirk, Washington; “Twelve 
Years of Honor Roll Membership,” J. H. 
Hazzard, Montana; “Pension Bond,’ H. W. 
Neuhaus, Texas; and “Endowment at 60-65,” 
George A. Wright, Montana. 


Russell Heads Guardian Life 


Producers 





Star New York Salesman First in 
Group of Three Million Dollar 
Agents 
One of the most interesting features in con- 
nection with the recent convention held by the 
Guardian Life Insurance Company, New York, 
at Estes Park, Colo., was the announcement of 
leading producers for the Club Year ending 

July 31. 








Donald Russell, Leading Producer 


Well-known Guardian life agent with 
the John C. McNamara Agency of New 
York city, whose paid-for production for 
the last year won signal recognition for 
him at the company’s annual convention. 











Following an address of welcome by Presi- 
dent Carl Heye, Superintendent of Agencies 
James A. McLain announced the order of finish 
of the leading producers for 1928-29 and the 
award of Club honors. 

Three Guardian producers finished in the 
million dollar class. Donald Russell of the 
New York (McNamara) Agency led the 
field in production. Saul Karnreich of New 
York (Landau) ranked second with Charles K. 
Brust of Los Angeles, third. A. W. Fetter of 
Greensboro, N. C., finished fifth, with a pro- 
duction just short of the million dollar mark. 

Membership in the Guardian’s Honor Club 
for producers of $500,000 or more, was 45 per 
cent greater than that of the preceding year. 


Business Picks Up in State 
of lowa 


Survey J ust Completed by 
Fieldmen Assure More 
General. Prosperity 





Insurance Condition Improved 





Small Grain Crops As Well As 
Live Stock Prices 
Responsible 





Des Mornes, Iowa, August 26.—Iowa field 
men who have just completed an after harvest 
survey of the State contend that conditions 
are the best now that they have been since 
the deflation period at the close of the world 
war. It is the unanimous verdict that farmers 
are in the most jovial frame of mind that 
they have been in since that distressing epoch. 

One of the best small grain crops of recent 
years has been safely garnered and prices are 
the best in several years. The corn crop is 
hastening forward to maturity and _ gives 
promise of an average yield, while the hay crop 
is the greatest in the history of the State. 
Along with all of this is an unusually large 
offering of cattle, hogs and sheep and at the 
best prices since the war. All in all, the field 
men claim, there has not been such a hopeful 
outlook since the passing of war prices. 

The improved outlook on Iowa farm is re- 
flected in the commercial activity manifested in 
towns and cities. Merchants are greatly en- 
couraged and this is proven by the large pur- 
chases that have been made to meet the coming 
fall demand. Shelves that were practically 
empty are new stocked with new and attractive 
goods. Farmers are paying off debts that were 
contracted in the era of low prices and con- 
sequent discouragement and banks are makiug 
liberal loans to stockmen that animals from the 
western ranges may be shipped in to consume 
the plenteous food supply that means profitable 
marketing on the hoof. 

Both fire and life insurance agents, who have 
been out over the State and come in contact 
with farmers and business men, declare that 
a new era has dawned. Larger stocks uf goods 
on the shelves of country stores means a larger 
volume of fire insurance. Farmers are renew- 
ing policies and adding materially to the 
amount to -be covered. One life insurance 
solicitor tells about getting into a farm com- 
munity where numerous policies were written 
during the boom days, but which were per- 
mitted to lapse when the crash came, that are 
now being restored. The marked change that 
has come over the farmers has had a most 
wholesome effect upon the townspeople and as 
a result everybody is boosting instead of 
knocking, quite a change over the conditions 
that obtained a few years ago. Insurance 
solicitors aver that this is to be a record 
breaking year. 
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You would like the spirit of the PILOT LIFE—as 
modern and progressive as those airminded Pilots 
who have done so much to put in every mouth the 


name of our company. 

















PILOT LIFE has opportunities for 
General Agents throughout the South. 


























‘Ppacmieeisage change. Entirely 
new policies are needed as years 
pass to fit new insurance requirements. 


Issuance of new policies is therefore 
a measure of a company’s desire to 
keep pace with new conditions as they 
arise. 


Our new policies are demonstrating 
their value now in increased business 
and in the enthusiasm of our agents. 


PHILADELPHIA LIFE 
INSURANCE COMPANY 


111 North Broad Street 
Philadelphia, Pa. 
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How can she afford it?” 


Protection for Reliance Life?” 











“Mrs. Jenks shops at some of the most exclusive stores in town. 


“Easily, my dear. Don’t you know Joe Jenks is seiling Perfect 
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Metropolitan President 
a Speaker 


To Address Life Underwriters 
at Washington on Subject 
of Investments 


Career One of Interest 





In Business 47 Years, 46 of Which 
Were Spent with Metropolitan 
Life Company 





Frederick H. Ecker, president, Metropolitan 
Life Insurance Company, will address the 
fortieth annual convention of the National 
Association of Life Underwriters when it meets 
in Washington, D. C., September 25-27. The 
subject which will be developed by Mr. Ecker 
in his address will be “Investment Trends in 
the Ear of the Second Hundred Billion.” 


The career of Frederick H. Ecker, who has 
progressed from a $4.00 a week mail clerkship 
to the presidency of the world’s largest finan- 
cial insurance institution, illustrates most 
vividly the opportunity the life insurance busi- 
ness affords to young men who have faith in 
their company and who are willing to work. 
Recognition and success came early to Mr. 
Ecker and have remained with him principally 
because of these attributes and because of his 
propensity for mastering the job of the man 
ahead of him along with his own. 

Mr. Ecker was born in Phoenicia, New York, 
61 years ago and 46 of the 47 years of his 
business lifetime have been spent in the ser- 
vice of the Metropolitan. His primary educa- 
tion was received in the country school near 
his home and later when his family moved to 
Brooklyn, at the schools in that borough from 
which he graduated at the age of 15. 

At this age Frederick Ecker decided that 
his best chance lay in continuing his education 
at night school and associating himself by day 
with some promising company that was be- 
ginning to push forward. His first job was 
with a small manufacturing concern but when 
that did not seem to afford the desired oppor- 
tunity, he transferred to the law office of 
Arnoux, Ritch and Woodford as an office boy 
with the idea of acquiring some knowledge of 
law for the possible advantages that it might 
afterward afford. 

The law firm had its office in the building 
that housed the Metropolitan Life Insurance 
Company and was, in fact, counsel for the 
Metropolitan, and included among its business 
staff the late Haley Fiske who was later to 
become fourth president of the company and 
Mr. Ecker’s immediate predecessor in office. 

Passing in and out of the building in the 
course of his duties the boy of the law office 
was struck by the prosperous appearance of 
the insurance company’s quarters and through 
the legal association of the two concerns, was 
able to learn something of the Metropolitan’s 
history and prospects. 
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BE it for personal or business protection, or for home and 
family, with settlement of the proceeds by lump sum 
or by instalment or income payments. Ann contracts 
in various forms. Total Disability and Double Indemnity 


issued. 


Special policies covering Partnership Agreements, Funds 
o guarantee a College Education, to provide Bequests, to 
cover Mortgages, Inheritance Taxes and 
—thus making certain the carrying out of almost any program 
nvolving Life or Money values. 


Group insurance has been issued since 1924. The Com- 
pany now issues Wholesale and Salary Deduction insurance, 


Surplus over all Liabilities, $38,667,784 
Reserves, $447,834,175 
Other Liabilities, $9,669,748 
Total Assets, $496,171,707 





OVER SIXTY-FIVE 








JOHN HANCOCK SERIES 


Whatever Your Life Insurance Needs 
There is a JOHN HANCOCK POLICY to Fill Them 


to which was added in 1928 Group Accident and Sickness 
i bermen’ 





insurance, and Group Accident and Dismem ¢ insure 
ance. 


Investments are of high quality, carefully distributed a 
to farm and city mortgage public utilities, govern 
ment bonds and railway securities. 


Dividend are at the highest scale in the Com- 
sav history my here bas = a ok on in 
an cost to policyholders during the seven years, 
while in the same period the Company has doubled its 
outstanding insurance cjal resources. 


Address Inquiry Bureau 





LIFE INSURANCE COMPANY 


OF BOSTON, MASSACHUSETTS 











YEARS IN BUSINESS 








His application for a job with the Metro- 
politan resylted in his engagement by the 
company in May, 1883, as mail boy at a salary 
of $4.00 a week. This was the first step on 
the ladder which, during the 46 years he has 
been connected with the company, Mr. Ecker 
has climbed step by step to be appointed in 
March last the fifth president of the company. 

The keen interest which he showed in those 
early years with the company in studying prop- 
erty law and real estate values resulted in 
is being placed at the head of the company’s 
real estate division in 1906 and later when he 
became the company’s first treasurer at the age 
of 40, the office boy of a quarter of a century 
before had become the chief financial adviser 
of a large and expanding insurance company. 
He was made a director of the company in 
1909 and was elected to the vice-presidency 
in 1919, when Haley Fiske succeeded John 
Rogers as president. 

His progress with the Metropolitan naturally 
has brought him corresponding recognition in 
the financial field. For many years he has been 
a director of the Chase National Bank, a trus- 

















Stephen M. Babbit 
President 
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tee and vice-president of the Union Dime 
Savings Bank and a trustee of the Provident 
Society of New York. 

Besides specializing in real estate and bank- 
ing, Mr. Ecker found it necessary to learn rail- 
roading from the financial end, since a large 
part of his company’s assets are invested in 
rail securities. He is a director of several of 
the leading railroads of the country. He is 
also interested in several of the leading busi- 
ness organizations and is past president of the 
Chamber of Commerce of New York. 


Harold J. Cummings on Program 


Another prominent home office official who 
will address the delegates at the fortieth con- 
vention of the National Association of Life 
Underwriters to be held in Washington, Sep- 
tember 25-27, is Harold J. Cummings, super- 
intendent of agencies of the Minnesota Mutual 
Life Insurance Company of St. Paul, Minn. 

Mr. Cummings was born in Beardstown, IIL, 
September 25, 1893, and leaving school with 
a Liberal Arts Degree in 1914 became public 
high school principal in Illinois. Two years 
later he took up life insurance selling for the 
Equitable Life of Iowa but during the World 
War he volunteered for enlistment in the 
United States Army. Upon demobilization he 
returned directly to the home office of the 
Equitable to become manager of the sales ser- 
vice department. 

In April, 1921, Mr. Cummings was made 
assistant agency manager of the Minnesota 
Mutual. He was elected superintendent of 
agencies in January, 1929. 

Mr. Cummings served on the staff of the 
Rockwell School of Life Insurance Salesman- 
ship when it was a part of the University of 
Pittsburgh. Minnesota Mutual field men are 
already familiar with the sales helps which 
their company has provided under his direction. 

He will address the convention on “Missions 
and Methods of the Average Producer in the 
Era of the Second Hundred Billion,” a subject 
which he is most qualified to discuss. 
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The Guardian Life’s Agency 
Management School 





Second Session Held in Estes Park, 
Colo., Attended by Managers 
from All Parts of U.S. 

The second in a series of intensive Agency 
Management Courses for Guardian Life field- 
men was held at the Hotel Stanley in Estes 
Park, Colorado, from Monday, August 26, to 
Friday, August 30, inclusive, following the 
convention of Guardian fieldmen the preceding 
week. 

A selected group of fifteen representatives 
from all sections of the country attended the 
sessions. The course is under the direct super- 
vision of Superintendent of Agencies James A. 
McLain and Assistant Superintendent of 
Agencies F. F. Weidenborner, Jr., and J. E. 
Lockwood. 

At intervals throughout the year these courses 
are given with the aim of training members 
of the Guardian field for future appointment 
as managers of the company’s agencies. A 
thoroughly intensive schooling in the diverse 
fundamentals of managerial training is imparted. 


Western and Southern Notes 

The Granite City, Illinois, District has been 
merged with the East St. Louis District and 
will be under the supervision of F. E. Heading- 
ton, former superintendent of the St. Louis- 
Manchester District, which is now in charge 
of Superintendent G. J. Binz, transferred from 
East St. Louis. 

Assistant Superintendent D. P. Lewis, Battle 
Creek, Michigan, has been promoted to super- 
intendent of that district. 

The company announces the advancement of 
the following agents to assistant superintend- 
ents: T. Welch, Piqua; W. Dudley, Xenia; 
C. Koen, Detroit North; J. Slaughter, East St. 
Louis; G. Vallas, Muskegon; V. Kuehn, Chi- 
cago-Oak Park; A. Dahlheimer, St. Louis 
South; R. Larson, Chicago-Lakeview, and L. 
Montroy, Grand Rapids. 

Former Superintendent of Agencies J. N. 
Reinhard has returned to the service as super- 
intendent of the Ogden Park-Chicago District, 
suceeding E. B. Stukenborg, who was trans- 
ferred to Gary to replace Superintendent My- 
ers, retired. 
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Provident Ball Team Wins 
Championship 





Philadelphia Nine Obtains Cox 
Trophy by Winning Cham- 
pionship for Third Year 
By defeating the Penn Mutual Life Insur- 
ance Company team, 15-12, in a hitting battle 
at Highland Park, Pennsylvania, the Provident 
Field Club Baseball Team won the beautiful 
silver Cox Philadelphia Financial League cup 

for its permanent trophy. 

Strangely enough, both Penn Mutual and 
Provident had two “legs” on the cup, each 
having won temporary possession of the cup 
in two previous years. 


Evenly Contested 

This year’s league season was very evenly 
contested, Section A resulting in a tie between 
Provident and the strong Corn Exchange Na- 
tional Bank Team. The play-off was won by 
Provident in a ten inning pitchers’ battle, 5-4. 

The Provident Team is composed of players 
of both the Provident Mutual Life Insurance 
Company of Philadelphia and the Provident 
Trust Company, of the same city, both of 
which were formerly united in the Provident 
Life and Trust Company. The personnel of 
thé team is made up of ex-high school and 
college stars, and represents one of the strong- 
est amateur teams in and around Philadelphia. 
The manager, J. Arthur Godfrey, was formerly 
captain of the strong Westtown prep school 
team, and has had long and varied experience in 
independent ranks. 

The players in the picture are as follows: 
Standing, left to right: Haskins, White, Austin, 
Logan, Brinton, Richter, Godfrey; seated, 
Sharpe, Yerkes, Reed, Thompson and Slatcher. 





Championship Baseball Team 


Occidental Life Adds New 
Directors 





Nine Prominent Business Executives 
Added to Board as Production 
Increases 

RareicH, N. C.—Nine new members, all 
North Carolinians, have been added to the 
directorate of the Occidental Life, which com- 
pany maintains its executive offices here. The 
new directors are as follows: Judge Julius 
G. Adams, T. L. Bland, Raleigh; E. G. 
Flanagan, C. F. Harvey, Frank Page, R. L. 
Huffines, Rocky Mount; Ruben B. Robertson, 
Canton; W. S. Ryland and P. H. Williams. 

Other directors who have served previously 
are: Lawrence F. Lee, president of the com- 
pany; L. C. Cortright, vice-president; W. L. 
Noneman, secretary; J. E. Cox, Mrs. Florence 
O. McMillon. The company moved its exe- 
cutive offices from Albuquerque, New Mexico, 
in 1926, and since then has become prominently 
identified with the civic life of North Carolina. 

It is making substantial gains in new busi- 
ness. Notwithstanding the disturbed economic 
conditions in North Carolina, its agents in this 
State have produced more business thus far 
during August than they did for the entire 
month of August, 1928. 


New West Coast Company 

Announcement of a new company to be in- 
augurated in Los Angeles, Calif., under the 
name of Unity Mutual Life and Accident Com- 
pany was made this week by A. G. McKinnon, 
president of the California Insurance Agencies, 
Inc., general agents in California for the acci- 
dent and health department of the American 
Bankers of Chicago. 

According to Mr. McKinnon, the new com- 
pany is being formed under chapter 6 of the 
California Insurance laws, which stipulates that 
assets of $25,000 must be posted and 1000 mem- 
bers secured before the company may operate. 
The name has been approved by the State in- 
surance department. It is stated that the Unity 
will begin operations by the first of the year, 
writing ordinary and monthly life and commer- 
cial accident and health insurance on a quar- 
terly annual basis. 

The California Insurance Agencies, Inc., has 
been functioning since 1921 and does an annual 
business of about $300,000 in premiums. 
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Business Insurance Authority 
Transferred 





Louis Hartsig to Assist in Manage- 
ment of Travelers School at 
Hartford 


Reid Hartsig, a field assistant, agency devel- 
opment and life, accident and group depart- 
ments in the Central City branch office of the 
Travelers in Philadelphia, has been transferred 
to the home office of the company, Hartford, 
Conn., to become an assistant supervisor of 
agency field service, life, accident and group 
departments. 

During his five years of service with the 
Travelers, Mr. Hartsig has made an exhaustive 
study of the subject of business insurance and 
insurance trusts. In his new work in the home 
office of the Travelers he will be associated 
with D. J. Bloxham, supervisor, agency field 
service, life, accident and group departments. 

The home office training school, established 
by the Travelers 26 years ago, is conducted 
by members of the agency field service. In 
addition to this work, members also follow an 
extensive program of educational meetings with 
agents in the field. 


Mortality from Automobile 
Accidents 





Higher Rate Than in 1928 Shown for 
First Six Months of the Current 
Year 

The Department of Commerce announces 
that during the four weeks ending August 10, 
1929, 78 large cities in the United States, re- 
ported 660 deaths from automobile accidents. 
This number (660) compares with 595 deaths 
during the four weeks ending August 11, 1928. 
Most of these deaths were the result’ of acci- 
dents which occurred within the corporate 
limits of the city, although some accidents 
occurred outside of the city limits. 

For comparison, the number of deaths due 
to automobile accidents within city limits is 
desirable. Such figures are available for the 
four-week period ending August 10, 1929, and 
for the corresponding four-week period of 1928 
for all of the 78 cities, the four-week figure 
in 1929 being 532 as contrasted with 465 for 
the corresponding four weeks in 1928. 

Considering by four-week periods since May, 
1925, total deaths from automobile accidents 
for 78 cities, regardless of place of accident, 
the lowest total (346) appears for the four- 
week period ending March 27, 1926, and the 
highest (771) for the four-week period ending 
December 29, 1928. 


New Agency for Judea Life 
Harry Yarin, Assistant Superintendent of 
Agencies of the Judea Life Insurance Company 
of New York, is visiting important key centers 
of New York State. 


Mr. Yarin made this trip for the purpose of 
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Executives of the Philadelphia Life Insurance Company who were responsible for their 

recent convention success: President Clifton Maloney, Director and Counsel Russell 

Duane, Director Ledgyrd Heckscher, Vice-President Wm. C. Alexander, Jr., Director 
James K. Stone, Jr., Vice-President Jackson Maloney 


securing representatives for the various terri- 
tories and appointments will be announced 
shortly. 

William I. Mannesovitch has been appointed 
General Agent at Albany, N. Y., with head- 
quarters in the Home Savings Bank Bldg. in 
that city.. 











Peoples 
Life 
Insurance 
Company 


Frankfort Indiana 


$5,337,313.74 on Deposit with the 


Indiana Insurance Department 
$686,715.01 Surplus Protection to 
Policyholders 


$47,000,000.00 Insurance in Force 


NEW STANDARD POLICIES, LOW RATES, 
DISABILITY CLAUSE, DOUBLE INDEM. 
NITY PROVISION, MONTHLY INCOME. 
GUARANTEED SETTLEMENTS. 


TERRITORY OPEN IN 


INDIANA, OHIO, ILLINOIS, MICHIGAN, 
ARKANSAS ,TENNESSEE, TEXAS, IOWA 
AND CALIFORNIA. 


A few top notch contracts to Insur- 
ance Producers with experience, char 
acter and ability. Address the Com- 
pany. 
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Home Security to Write 
Ordinary 





Carolina Life Company Has Been 
Preparing Change for Past Six 
Months 
DurHaAM, N. C., August 24—The Home 
Security Life Insurance Company is planning 
to enter the ordinary field in the immediate 
future. All ordinary will be sold through the 
industrial staff. The company engaged the 
services of F. D. Dilts early in the year, who 
is serving as actuary. He will have charge of 
the ordinary production. Mr. Dilts was 
formerly actuary for the North Carolina In- 
surance Department. For several months, he has 
been preparing a rate book and ordinary policy 

forms. 

The Home Security is licensed in North 
Carolina and the District of Columbia, and has 
made substantial progress in the industrial field. 


Harry McNamer Named Manager 

Cuicaco, Itt.—Harry McNamer, manager 
of the brokerage department of the Darby A. 
Day Agency of the Union Central Life here 
has been appointed manager for the company 
at Louisville, effective immediately. 

He succeeds L. L. Anderson, who retired 
a year ago because of ill health. Mr. McNamer 
has been in life insurance business in Chicago 
for sixteen years most of which was with 
the Equitable Life of New York. He has been 
active in life insurance organization circles, 
having served as president of the Chicago Asso- 
ciation of Life Underwriters and has repre- 
sented the local body on the National Executive 
Committee for six years. He is a member of 
the board of directers of the Insurance Feder- 
ation of Illinois. : 
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Merger of Canadian Life 
Companies 





Empire Life of Toronto and Com- 
monwealth of Hamilton Ask 
Approval of Action 
Toronto, CAn.—The directors of the Empire 
Life Insurance Company, Toronto, and the 
directors of the Commonwealth Life and Acci- 
dent Insurance Company, Hamilton, have 
agreed on a merger of the two companies, 
subject to the approval of shareholders, and of 
the Superintendent of Insurance of the 
Province. These are two companies established 
a few years ago, with assets of over $1,500,000 

and about $20,000,000 of business in force. 

The name “Empire Life Insurance Com- 
pany” will be retained, and the shareholders 
of this company are to meet on September 
6 to vote on the proposal and also on a motion 
to increase the company’s capital stock from 
$2,000,000 to $5,000,000. 

M. P. Langstaff, president and managing 
director, J. Ross Paterson, secretary-treasurer, 
and Dr. Harold C. Parsons, medical feferee, 
respectively, of the Empire Life, will continue 
in those capacities. W. H. Wardrope, president 
of the Commonwealth, and L. T. Boyd, its 
secretary and actuary, will be vice-president 
and actuary, respectively, of the merged com- 
panies. The agency resonsibility will be divided 
between H. H. Gray, now general manager of 
the Commonwealth, and W. B. Fairley, now su- 
perintendent of the Empire. 





Meeting of Manufacturers’ Life 
Field Forces 

Toronto, Can., August 23.—The Hundred 
Thousand Dollar and the Two Hundred Thou- 
sand Dollar Clubs of the Manufacturers’ Life 
Insurance Company, Toronto, met on August 
20 for their annual convention in this city. 
About three hundred were present, comprising 
the clubs’ membership in the United States and 
Canada, with other guests from England, Cuba, 
Santo Domingo and India. 


Preparing for Convention 
Nine delegates from Indiana will attend the 
annual convention of the Connecticut General 
Life Insurance Company at Hot Springs, Va., 
from Sept. 3 to 6. Four of the delegates will 
be from the Indianapolis offices of the com- 
pany. They are L. D. Bell, general agent; 
Wilbur V. Woollen, agency supervisor; E. A. 
Ottman, special agent and David M. Baker, 
special agent. Others from Indiana are F. P. 
Lucas, Muncie; Lee F. Griffith, Tipton; Paul 
G. Smiley, Washington; Richard L. Pinder, 

Richmond, and Orra Hopper, Lafayette. 


Active at Eighty 

Ormand H. Palmer, a life insurance man of 
years’ standing, and connected with the State 
Lifé Insurance Company of Indianapolis cele- 
brated his eightieth birthday Aug. 11. He still 
is active in business and is at his desk each day. 
The day following his birthday, he left for a 
regular two weeks’ vacation at Lake Wawasee. 





Files Suit for Heavy Damages. 
Against Vardell & Bradford 





Dawson Claims Commission Due 
on Sale of Southwestern As 
Missouri State Life 


St. Louis, Mo., August 22.—John M. Dawon 
of Dallas, Tex., has filed a suit in that city to- 
collect a commission of $367,500 from T. W. 
Vardell, president, and T. L. Bradford, vice- 
president of the Southwester Life Insurance 
Commission, for his alleged part in selling con- 
trol of that company to the Missouri State Life 
Insurance Company. 

Dawson claims to have acted as broker in the: 
sale of the insurance company’s stock for $7,- 
350,000. He wants a five per cent commission 
for his work. 

Vardell, who was in St. Louis on August 17, 
is quoted as saying that Dawson had no past 
connection whatever with the sale of the stock 
and that no commission is due him. 

Hillsman Taylor, president of the Missouri 
State Life, said that Dawson had nothing to 
do with the insurance deal so far as he knew. 
He said that he was not acquainted with Daw- 
son personally and did not hear of his claim 
for a commission until after the negotiations 
for the acquisition of control of the Texas 
company has been closed. 





—Frank N. Everett, assistant secretary of the Mis- 
souri State Life Insurance Company, represented the 
home office at a meeting of the Des Moines, Ia., branch. 















Full Coverage 
For $1.00 a Month 


Our Big Dollar Policy gives full cover- 
age from day policy is issued, at flat 
rate of $1.00 a month at all ages. It 
ncludes Double and Triple Indemnity 
benefits and carries liberal non-forfeiture 
values in the form of paid-up or extended 
insurance, together with generous old age 
cash surrender values. Issued to risks 
from age one day old and up. 


This is the easiest selling life insurance 
offered anywhere, and affords exceptional 
opportunities for wide-awake agents. 


















Write for territory to 






Agency Superintendent 
Illinois Bankers Life Association 


Monmouth, Illinois 
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THE MANHATTAN LIFE 
INSURANCE COMPANY 


654 Madison Avenue at 60th Street 
New York City 
Founded 1850 


Thomas E. Lovejoy, President 















ENJOYING A RECORD YEAR 
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Agency Commission Discussion 





Well Known Pennsylvania Agent 
Offers Suggestion for Equitable 
Commission Schedules 

PHILADELPHIA, August 26—A_ suggestion, 
revolutionary to say the least, is offered by 
William M. Goodwin, a leading agent of Beth- 
lehem, Pa., as a solution to the agency com- 
mission problem. Mr. Goodwin’s plan would 
eliminate the present commission arrangement 
and would formulate a National Bureau to 
arrange commission schedules for the entire 
country, based on volume of business, loss ratio, 
persistency in business, etc. 


“Agency commissions have been much dis- 
cussed recently,” says Mr. Goodwin, “and so 
far no one is really satisfied. We agents in 
the Pennsylvania middle department territory 
read of higher commissions being paid in Phil- 
adelphia suburban territory and in New Jersey 
and we are wondering why this is done. Our 
territory is a profitable one and we are just 
about as good as any other group of agents and 
we cannot understand this apparent discrimina- 
tion. 

“The question will never be satisfactorily 
settled until some scientific scheme is worked 
out upon which to measure the value of different 
agencies. That is what I propose to do now. 

“The commission question is of sufficient im- 
portance to warrant the organization of a 
separate National Bureau to handle it and 
other financial matters pertaining to local agen- 


rights. 














Scranton- Pittsburgh, Pa 


General Agency of a Pennsylvania Company 


Territory unsurpassed and large enough for 
an unlimited production. 
Contract as good as the best, with exclusive 


Confidential communication invited from those 
with clean records and with ability to handle 
such an agency. Address 


Exclusive, care of THE SPECTATOR 





cies. Such a bureau would specialize in the 
subject and become expert in it. It would view 
the commission question broadly and not by 
State and section. 

“The following commission rating schedule 
is designed to evaluate an agency upon the 
following standards: (1) compensation based 
on volume of premiums; (2) class of business ; 
(3) loss ratio; (4) increase in premiums on 
general and preferred classes, and (5) prompt 
payment of accounts. 

“Let us consider the first feature. The larg- 
est number of agencies are those producing 
$10,000 or less in premiums per annum. In- 
surance is usually a side line with these agents 
and they as a rule have no serious thought of 


increasing their volume. Yet their business in 
the aggregate is desirable and profitable, but 
they are not entitled to the same commission 
as the man specializing in the business and 
making it his life’s work. I have, therefore, 
put this class in the lowest commission bracket 
and allow «them a contingent based upon loss 
record, designating them as Class A. 


The Fidelity Mutual Life Convention 
Fidelity Life Insurance Company, Philadel- 
phia, Leaders’ Club convention will be held at 
Haddon Hall, Atlantic City, N. J., September 
9 to 12, inclusive. 
The program is not yet ready for ‘release, 
but will be given in later issues. 
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Fostering Longevity 


The Guardian was one of the earliest among Life 








CENTRAL 
LIFE 


Insurance Company 
INDIANAPOLIS 


Old Line Legal Reserve 





Established 1899 








HERBERT M. WOOLLEN 


PRESIDENT 
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Companies to avail itself of the services of the Life 
Extension Institute, whose vital work in prolonging 
life through the periodical health-check-up has be- 
come universally appreciated by the insuring public, 
as well as by the Life Insurance profession. 


This valuable Health Service is available free to 
all Guardian policyholders, regardess of size of 
policy. It is felt to represent by no means an unim- 
portant factor in the consistently low mortality ex- 
perience enjoyed by The Guardian for many years 
past. 


Send for Publication 289, outlining this and other 
features of The Guardian’s Service Program—of use 
to the Policyholder while living—to the Benefictary 
thereafter. 


Fad 


THE GUARDIAN LIFE INSURANCE 
COMPANY of AMERICA 


“The Company that Guards and Serves” 
50 UNION SQUARE 


NEW YORK CITY 
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“In This Way We Measure” 


LIFE INSURANCE COMPANY may well 

measure its success by the good it performs 
rather than by great size. Through eighty-six years 
THe Mutua Lire INsuRANCE CoMPANY OF NEW 
York, the “first American Company,” has measured 
its success by the scope, manner and degree of its 
service. In such a way it is measuring now as its 
service broadens. 


Issuance of contracts of all standard forms, sub- 
stantial dividends, income settlement provisions, 
Disability and Double Indemnity Benefits, and 
prompt payments and practices for convenience of 
members are embraced in its present service. 


It welcomes as field representatives those who 
know that success is according to the natural law 
of compensation—that the best comes to those who 
give out the best of themselves. 


The Mutual Life Insurance Company 


of New York 


34 Nassau Street New York, N. Y. 


DAVID FP. HOUSTON GEORGE K. SARGENT 
President 2nd Vice-President 
and 
Manager of Agencies 














What Does It Mean? 


The first six months of 1929 showed a gain in business in 
force for the Peoria Life that was 85% of the gain for tne entire 
year of 1928—and practically equal to the whole year’s gain 
in, 1927! 


Some remarkable records were produced during this period 
May, which is dedicated in honor of President Emmet C. May’ 
was the largest month’s writing in the history of the Peoria 
Life. June brought by far the largest month’s net increase the 
Company has ever enjoyed. od cle a 


What does it mean? Not that the Peoria Life has expanded 
its field: we have entered no new territory, established no new 
agencies. Not that our Agency Force has been so much in- 
creased: the number of our agents is only slightly greater than 
a year ago. 


This noteworthy progress is possible because the business of 
life insurance is good for good agents hvaing good policies to 
offer, and well supported by practical, thorough Home Office 
cooperation. 


The consistent, rapid growth of the Peoria Life since its 
organization—now nearing the $200,000,000 mark—has been 
made by capable, well selected agents, steadily increasing their 
productiveness and their earnings through the well-known all- 
round Peoria Life Service to agents. The Peoria Life grows 
because it does help its men make good. 


Peoria Life Insurance Co. 


Peoria, Illinois 


















































Do You Contemplate 
Making a Change? 


If you do you will want the best value 
obtainable to offer your prospects. Our 
new Universal Policy is a winner. Nine 
Policies in One. We believe it to be the 
most liberal and easiest sold policy form 
on the market today. 


Pays face of policy, plus all accumula- 
tions on Endowment or Limited Pay 
forms in case of death before maturity. 
No medical examination or loss of basic 
rate if changed back to Whole Life form. 


A profitable contract is available to men 
capable of appointing agents and manag- 
ing a territory. For further information 
address 


ADDRESS AGENCY DEPARTMENT 





‘A mutual legal reserve company 
Home Office: Des Moines, Iowa 





























Writing Casualty Insurance 
Fidelity and Surety Bonds 
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Home Office: DAVENPORT, IOWA 
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Guardian Life Fieldmen Honor 
Leader on Fortieth 
Anniversary 





President Heye Presented With Plat- 
inum Watch and Chain at Estes 
Park Convention 

At the annual banquet of the Guardian Life 
Fieldman in Convention at Estes Park, Colo., 
on August 23, President Carl Heye was the re- 
cipient of a platinum watch and chain, pur- 
chased with the voluntary contributions of 
members of the Guardian Field and his fellow 
officers. The gift was in commemoration of 
his fortieth year of service with the Guardian, 
and as an expression of the affectionate regard 
and esteem in which he is held. 

The idea of this presentation originated with 
President Frederic S. Doremus of the 1928-29 
Leaders Club, and the necessary details in con- 
nection with its preparation were carefully safe- 
guarded from the notice of the Guardian’s 
chief executive. 

Accompanying the gift of the watch was a 
leather-bound volume on the pages of which 
were inscribed the signatures of all the con- 
tributors. 

President Carl Heye joined the Guardian on 
September 9, 1889, as a clerk in the actuarial 
department. By 1902, he had risen to the post 
of secretary of the company. In 1915, to his 
responsibilities were added those of a vice- 
presidency, and finally, on January 1, 1921, he 
was elected president of the Guardian. 


Leads Agencies of Nation 

The San Francisco office of the Phoenix 
Mutual Life led the United States agencies 
of the company in the pecentages of quota 
attained during July, 1929, having made 145 
per cent. All but three members of the San 
Francisco agency, which is under the manage- 
ment of Clarence W. Peterson, made their 
quotas in paid premiums. 


New Executive Committee Member 

R. H. Hepfer, recently appointed assistant 
manager of the life department of the Travelers 
Insurance Company at San Francisco, is to be 
appointed a member of the executive committee 
of the San Francisco Life Underwriters’ Asso- 
ciation, succeeding N. F. Clendenen as a mem- 
ber of the committee and chairman of the 
visiting committee of the organization. Mr. 
Clendenen was recently transferred to Oakland. 











IN SUMMER 


or in winter the representatives and 
policyholders of the Massachusetts 
Mutual enjoy not only the great re- 
sources and splendid facilities of this 
Company, but also that mutual counsel 
and co-operation which make every re- 
lationshp a definite advantage to all 
those who rely on our service. 


Massachusetts Mutual 
Life Insurance Company 
Springfield, Massachusetts 
Organized 1851 


More Than a Billion and Three-Quar- 
ters of Insurance in Force 























Hamilton National Life Makes 
Auspicious Beginning 

The Hamilton National Life Insurance Com- 
pany, incorporated under the laws of the State 
of California on March 15, 1929, commenced 
business on June 21, 1929, with a paid-in capi- 
tal of $254,000 and a surplus of the same 
amount. The authorized capital is $300,000 
and the par value of the stock is $50.00 a share. 
The stock was sold at $100.00 a share to pro- 
vide a surplus equal to the capital. No pros- 
pectus or other literature was issued. Spencer 
Thorpe promoted the company and personally 
sold all of its stock without any commission 
and without any legal or pre-organization ex- 
penses whatever. 

The present officers of the company are: 
Spencer Thorpe, president; Harry J. Bauer, 
vice-president ; Albert W. Moore, vice-president 
and medical director; Allan B. Clark, assistant 
to the president; Ray C. Swain, secretary; 
Florence M. Swan, assistant secretary; James 
H. Blagge, agency supervisor; Carl E. Her- 
furth, actuary. 

Spencer Thorpe, the president, is an attorney 
at law and has been engaged in the practice of 
law at Los Angeles for the past twenty years. 
His time is now devoted solely to the business 
of this company. Mr. Thorpe is a director of 
the Citizens National Trust and Savings Bank 
of Los Angeles, and has large real estate hold- 
ings in down town Los Angeles. 


Tax Revision Commission 
Reports 





Utah Investigators Recommend No 
Change in System But Ask Raise 
Satt Lake City, Uran, August 23.—The 

State Tax Revision Commission, which has 
been at work for months past on Utah’s taxing 
methods with the view of improving them, 
recommends that no change be made regarding 
the present system of taxing insurance, but it 
is recommended that the present tax of 1% 
per cent on gross premiums received by com- 
panies be increased to 2 per cent. It is stated 
in the report that the average rate throughout 
the country is 2.20 per cent. The commission, 
however, would eliminate in future the privilege 
of deducting real property taxes paid for 
general state purposes. 


Opens Western Offices 

William R. Spinney has been appointed gen- 
eral agent of the State Mutual Life Assurance 
Company of Worcester, Mass., and has opened 
his offices in the Standard Oil Building, San 
Francisco. Mr. Spinney has spent all of his 
business life in the insurance profession, en- 
tering the employ of the Union Mutual Life 
as special agent in 1913, working up to asso- 
ciate general agent for Massachusetts in 1920, 
and superintendent of agencies in 1924. He 
resigned the last-named position in July 31, 
1929, to accept the general agency of the State 
Mutual for the San Francisco territory, upon 
the entrance of that company into this State. 


Swaps Labor for Time 

Ed Melin is a producer for the Missouri 
State Life Insurance Company in Virginia, 
Minnesota, and when it comes to getting in- 
terviews, he uses an original method which, 
so far, has never failed. Melin’s prospects are 
hard workers, and have little time to spend 
in idle conversation, so that when he does gain 
a few minutes time with them, he has to talk 
fast and convincingly. Two recent examples 
of his method are recorded in the company’s 
home office bulletin; showing in one instance 
how he helped a busy farmer with his haying 
in return for a twenty-minyte interview—and 
again how he turned his hand to carpentry as 
a means of swapping time. In both instances 
he was successful in signing up both cases. 
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Planned Equipment 


That Insures Your Business 
Against Time Losses 


LANNED Art Metal Offices re- 

move the chief reason for costly 
delays in office routine. That is why 
so many modern businesses have 
turned to planned Art Metal. 


Over forty years of contact with the 
business field, serving their needs, has 
given Art Metal a remarkable under- 
standing of modern business require- 
ments. 


Nor have they sacrificed beauty in 
Art Metal for practical utility. Every 
Art Metal piece reflects the cabinet- 
maker’s craft. The strong steel is 
finished with special enamels in na- 


tural wood grains or rich olive green. 


Lines are clean and trim. 


And Art Metal means lasting value. 
The first cost is moderate. Replace- 
ment costs vanish, since steel does not 
splinter, break, or warp. Art Metal 
is and remains, through years of serv- 
ice, fire-resisting —dustproof —sani- 
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tary—with smoothly working draw- 
ers and rigid frames. 


Our booklet, “Office Standards” con- 
tains valuable data on office layouts. 
We shall be glad to send you a copy 
along with any of the catalogs listed 
below. Please write, mentioning the 
ones you wish: 

1. Desks 5. Fire Safes 

2. Steel Shelving 6. Upright Unit Files 

3. Horizontal Sec- 7. Counter Files 


tional Files 8. Postindex Visible 
4. Planfiles Files 


Art METAL ConstTRUCTION COMPANY 


Jamestown, N. Y. 





Steel Office Equipment, Safes and Files 
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Introducing a New Agent to His Job 


What Agency Managers Should Do, and Why, in 
Breaking In New Life Insurance 


Salesmen 
By Max C. FiscHER 


Supervisor of Agency Instruction, Metropolitan Life Insurance Company 


agent to his job is purely perfunctory, 

and takes second place to other details 
in the management of a staff of men, when 
as a matter of fact, it is probably the most 
important of all the duties the assistant man- 
ager has to perform; and because of its im- 
portance, should receive the full, complete and 
undivided attention of the assistant manager 
during the weeks alloted to it. 

Probably there is no assistant manager who 
does not fully appreciate the importance of con- 
servation, particularly as applied to new in- 
dustrial business, but do all appreciate the im- 
portance of conservation as applied. to new 
agents? It seems to me, we have been 
approaching the problem by putting the cart 
before the horse, as we might say, because 
it is certainly not from the experienced well 
trained agents that we get the greater portion 
of lapse. Should we not look upon the new 
agent as we do upon a policy newly issued, 
and keep him sold by using the same amount 
of care in handling? We know that a new 
policy kept in force for a year is comparatively 
safe. Is not this true of the new agent as well? 


ee often the introduction of: the new 


Tested and Approved 

You no doubt affixed your seal of approval 
to this man before your manager decided to 
put him to work. He has been tested by the 
measuring stick of your manager’s experience 
as well as your own, aided by well drawn con- 
clusions from the exhaustive studies of final 
accounts made by the company from its rather 
too large experience. Acording to all the rules 
of the game, this man has measured up to 
our requirements and is the sort of man who, 
in our opinion, can be successful in the service 
of the Metropolitan. If he does not, what 
will you do then? You will go through ex- 
actly the same process—seek one enough like 
him to be his twin brother, and start him all 
Over again with no more assurance of success 
than before. Should we not bend every effort 
to keep, train and develop the first new man 
with an inexhaustible patience? Let us make 
fewer but more thorough experiments of this 
sort. Let us, if possible, have a decreasing 
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The advice contained in the accom- 
panying article was first published in 
the form of a pamphlet for use and 
guidance of Metropolitan Life man- 
agers. The success with which its sug- 
gestions have been applied assures like 
success in a more general and broader 
field.—Editor’s Note. 











population in each district of that undersirable 
element made of the ex-agents of our company. 

Let us look at this situation from two angles 
—what the new agent means to you, and what 
you mean to the new agent. 


A Matter of Self-Interest 

The new agent who succeeds, means money 
and success to you. Is there a single factor 
which has so much to do with your personal 
earnings as the final account? It means at 
least two weeks and probably more than two 
weeks of time, which could be spent more 
profitably in canvassing with an experienced 
agent. Have you ever figured over a period 
of a year, what the probable difference in pro- 
duction would have been but for the time you 
were compelled to give to the completion of 
final accounts, the collection of open debits, 
and the introduction of new agents? You, 
no doubt, are ambitious and are endeavoring 
to qualify for promotion. No better evidence 
of your fitness for managership can be offered 
than the success you have exhibited in the 
training and development of new agents and 
in the management of your district, as we 
might term your staff of men. With a staff 
of well trained, experienced men, you are able 
to devote a minimum amount of time to super- 
vision and a maximum amount of time to per- 
sonal development and production. 

It is obvious that the success of the new 
agent means a great deal to you; is, as we 
might say, a feather in your cap; but you 
mean ever more to the new agent. You have 
more to do with his success or failure than 
any one; excepting only the man himself. You 
are to him at the outset, an example of success, 
a teacher, a guide and friend; and it is your 
own fault if you ever fail to be every one of 


these things to him. Gain his confidence. Keep 
his confidence. Deserve his confidence. This 
will be comparatively easy if you secure this 
confidence at the start, and that is why it seems 
to me that the introduction of the new agent 


‘to his debit is the most important factor in 


determining his success or failure as a rep- 
resentative of the Metropolitan; and if it is 
the most important factor, should it not receive 
the whole hearted, undivided attention of the 
one on whom it chiefly depends? 

This agent comes to you fresh from a week 
at the school, enthusiastic and eager to work 
and succeed. Now the fact that he has attended 
the school of instruction does not by any means 
indicate that he is a trained man. In the 
school a seed has been sown, that is all. 
Whether the seed sprouts and grows into the 
tree of success, depends upon its cultivation in 
the field. He has heard the inspiring story of 
the Metropolitan, for the instructor has tried 
to sell him his company. He has been shown 
the professional aspects of our business, im- 
pressed with its altruism and the opportunity 
for service it affords. He has made the ac- 
quaintance of the collection book and the nature 
of his work in the care of his accounts. He 
has studied the fundamental structure of the 
contracts he has to sell, for the instructor 
has tried to sell him his job. An opportunity 
has been given to him to enter our service 
with a vision of what can be acomplished if 
he is willing to pay the price of success in 
hard work—an’' opportunity to enter our service 
with the proper point of view. 


1I—Collections and Accounts 

The preliminary training has been carefully 
planned to make it possible for every agent to 
start right, so can we not follow it up by 
making the introduction to the debit planned 
as carefully to be a logical succession to. the 
week in school? 

Hence, the following suggestions on planning 
the agent’s work: 

We have tried to impress upon the agent 
in the school, the importance of time to the 
insurance man, the importance of planning his 
work, systematizing the collections and the care 
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of the debit, so as to leave ample time for 
canvassing, from which his real compensation 
is derived. Should not the weeks of intro- 
duction be so planned as to exemplify a week’s 
work as the agent, himself, should carry it 
out when he is left to his own initiative? 

We have tried to teach the agent that he 
should have certain days and hours for the 
collection of certain accounts, that this collec- 
tion of an account is a business appointment 
and should be treated and kept as such. 

We have tried to teach the agent that he 
should form a habit of making the collection 
in the home, making entries in Premium Recipt 
Book, Collection Book and Deposit Slip always 
in the same order and way. 

We have tried to teach the agent that the 
policyholders own the company, that we are 
be handled accordingly; kept separately, cash 
holders must invariably be treated with courtesy 
and respect. 

We have tried to teach the agent that the 
premiums collected are trust funds and must 
be hanlded accordingly; kept separately, cash 
and accounts accurately balanced each day, and 
all money carefully turned into the company 
when the deposits are to be made. 


2—C onservation 

We have tried to teach the agent that the rea- 
son we require salesmen and not collectors is 
because of the necessity of conserving the ac- 
counts now on our books, and that constant 
salesmanship is required to accomplish it; that 
he must wage an intensive fight against ar- 
rears, that arrears breed lapse and lapse is the 
most formidable enemy the salesman has to 
combat in his battle for success. 

We know of many agents who have resigned 
through discouragement, because they were 
charged with a lapse of policies, for which they 
received no credit. To some extent this is, 
of course, unavoidable, but it is your duty to 
see that the agent gets at least a square deal 
and that there should be as few such charges as 
possible. 

We have tried to teach the agent to attend 
to all detail work promptly when it comes to 
hand, to use the memoranda pages in the Col- 
lection Book, so that all requests of policy- 
holders, all forms of service required, will be 
attended to with dispatch. 


3—W elfare Work 

We have tried to teach the agent the true 
meaning of a mutual life insurance company 
and the aims at mutuality in which our com- 
pany is unique; that it is only through the agent 
that the company’s welfare work can be carried 
on; that it is only through the agent that the 
policyholders are sure to get the service of the 
nurse; that welfare literature is the greatest 
door-opener to new families who have never 
heard the story of the Metropolitan. 

We have tried to teach the agent that within 
the confines of his debit, he is the Metropolitan 
Life Insurance Company; that therefore he has 
a solemn responsibility to carry the message of 
life insurance to new families. He has heard 
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the president’s oft-repeated question, “We have 
one-sixth of the population insured, what is the 
matter with the other five-sixths?” 

Should we not keep these thoughts ever pres- 
ent in the mind of the new agent as he goes 
about his work? Should he not be taught how 
to approach new families as well as policy- 
holders, courteously and tactfully at the start? 


4—Canvassing 


Here again the agent has been taught to plan 
his work, to pick out his calls in advance; and 
is it not more important that this be done than 
that applications should be written in a hap- 
hazard manner? It goes without saying that 
any assistant manager can sell industrial in- 
surance and write applications for the agent; 
but is not his task rather to teach the agent to 
sell industrial insurance and write applications 
for himself? The canvassing methods em- 
ployed by the assistant manager are the result 
of the combination of experience and his own 
personality. It is practically impossible for the 
agent to copy them, and it is more than likely 
they would be unsuited to his own particular 
personality as well. The agent must be taught 
to stand on his own feet and develop a per- 
sonality of his own. 

We have tried to teach the agent that insur- 
ance must be sold for a purpose, that a great 
deal of harm has been done’ to industrial in- 
surance by unscrupulous agents in writing the 
bulk of the insurance on the dependent members 
vf the family; that this overloading by writing 
premiums on the lives of women and children 
has brought down upon industrial insurance 
criticism well deserved. We have tried to 
teach the agent to be “A man’s insurance man.” 
We have tried to teach him that the bulk of the 
insuarnce in any family should be on the life 
of the wage-earner—the man who brings the 
income home; that it is largely for this reason 
that the agent must work evenings—at least 
four evenings a week. Now it is unlikely that 
the agent will do so if it is not done during the 
weeks of the introduction; in fact would it not 
work out better in the long-run if no applications 
were written during the weeks of introduction, 
except those on the heads of families, canvassed 
in the evening, or on the members of new fami- 
lies, perhaps canvassed during the day? Would 
it not be better to confine the canvassing in this 
manner during the weeks of introduction, even 
if no applications were written immediately as a 
result ? 


5—The Ordinary Debit 


We have tried to teach the agent that he has 
an ordinary debit together with the industrial 
and that the ordinary policyholder is entitled to 
service as well—a service which creates op- 
portunity, for the ordinary policyholder is prob- 
ably the best ordinary prospect the agent has. 

We have tried to teach him that the ordinary 
premium should be collected from the policy- 
holder himself, in the evening if possible; and 
to teach him how to render service to the pol- 
icyholder in connection with the policy already 


in force as outlined in that leaflet, As a Policy- 
holder You Should Know About—; to teach 
him that the call for the premium should be 
made on the day that the premium is due and 
not at the expiration of the grace period. Should 
not every ordinary policyholder with a pre- 
mium due during the weeks of introduction be 
served in this manner? 

We have tried to teach the agent that the 
greatest service that can be rendered by the 
agent is to sell insurance and to sell it right, 
without subterfuge, without a single misleading 
word. Must we not keep that thought ever in 
his mind? Sharp practices by assistant man- 
agers and the use of subterfuge in teaching 
agents to sell insurance will do more to retard 
developing a final account than anything else. 
Remember that a new agent is very much like 
a prospect in that he very easily misunderstands. 


The introductions should give the agent a 
true and complete picture of the task he is to 
undertake, showing clearly the seamy side as 
well as the smooth side; showing that to 
achieve success difficult and sometimes disagree- 
able obstacles must be overcome. In fact, we 
know of many final accounts that have been 
avoided in this way; for many have found dur- 
ing the week of introduction that they could not 
adapt themselves to the work and they have, as 
a result, resigned during the introduction, there- 
by saving a final account. Even though this 
makes a delay and keeps a debit open, is it not 
better than to accomplish the introduction when 
a man seems unable to adapt himself to his 
position? Should we not observe the agent 
very carefully during the introduction, watch 
closely his reactions, find out if any phase of 
the work is distasteful to him, and, if so, what 
it is and of how much importance it will be in 
influencing his work? We have had many 
final accounts where the reason given was that 
the agent would not work nights. If there is 
any such unwillingness on the part of the man, 
should it not be detected at the start? Of 
course, this will not be known or learned if 
there is no evening work done during the in- 
troduction, and I feel sure that where final ac- 
counts have occurred with this reason given, 
the agent was not taken out by the assistant 
manager in the evening during the introduction. 


Then following the weeks of introduction a 
new agent must be closely observed. Watch 
his associations in the office and out, see that 
he cultivates and is cultivated by safe and suc- 
cessful agents. Seat him beside a man who can 
be absolutely trusted to give him the encourage- 
ment that he needs. Never allow an agent to 
say to him a single discouraging word. Go to 
his home, meet and know his family; acquaint 
yourself with his troubles and problems. Don’t 
wait for him to come to you with his perplexi- 
ties; go to him and find them out. Gain his 
confidence. Keep his confidence. Deserve his 
confidence. 


These suggestions are offered for your re- 
spectful consideration, with a view, through 
greater co-operation, to do everything in our 
power towards the conservation of the greatest 
asset we have—our agency material. 
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Answers to Examination Questions 


A Continuation of the Composite Set of Answers to Questions 






Contained in the June, 1929, Examination for 
Degree in the American College 


Answers to Part II—June C. L. U. 
Examination Questions 


(a) Principles of Salesmanship. 


Question 1. Stanley Dawes, age 35, wife, 
son 13, daughter 10. Junior executive in large 
financial institution. Salary $7500 a@ year. 
$20,000 of life insurance. zng about $1000 
worth of common stock in his own organiza- 
tion. 

*x* * * 

(1) Outline the approach you would plan to 
use. 

Answer: “Mr. Dawes, my name is 
My business is that of life insurance” (pause 
slightly)—“but my purpose in calling upon you 
is not to discuss life insurance unless you choose 
to talk about it because you find in it an instru- 
ment to help you do at least some of the things 
you are most interested in achieving. 

“Rather, I would discuss with you some ideas 
which men tell me they have found valuable in 
their affairs. If you reflect a moment, what is 
the thing in your whole business life in which 
you are the most intensely interested, for which 
you have paid, and are paying the biggest price 
in time, thought and industry—the thing which 
means the most to you and your family?” 

(Get answer—wait for it, and if he starts, let 
him talk.) If he says, or what he says means, 
“My income,” well and good. If he does, or 
doesn’t, I continue in effect: 

“Your income, isn’t it? After all when you 
really analyze it, the reason you and I come 
down town, early and late, and battle during 
most of our working hours, is to earn the big- 
gest income, isn’t it? That’s the thing we try 
for hardest, isn’t it now?” 

(Qualify him in as strong an agreement as 
possible on this, as this is the intent and end 
of your approach—to get his attention on his 
income and its importance and hold it there.) 





(2) Outline in detail your sales presentation. 


Answer: “Now, your present income, Mr. 
Dawes, whatever it may be from all sources, 
let us call it 100 per cent in order not to ask 
you a leading question at this time.” 

(Wait a bit, to give him a chance to tell you 
about his affairs. If he does, note it, and 
whether he does or not, just consider it 100 
per cent.) 

“How much of that income, in percentage” 
(once again), “what per cent of your total in- 
come, do you want continued to your family. 
You have a son and daughter as well as Mrs. 
Dawes, I understand—what per cent of that in- 
come do you want continued to them, if you 
were eliminated from the picture?” 
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(Wait for an answer. If necessary, repeat to 
get an answer. Our experience shows that men 
will answer anywhere from all of it to 50 per 
cent. Assume Dawes answers 50 per cent.) 

“All right, Mr. Dawes, that is a thoughful 
answer—50 per cent.” 

“Now, how much of your present income, 
once again in percentage, do you know would 
be continued without your activity?” 

(Wait and stick for this answer. Experi- 
ence shows that most men say from “None” to 
“10 or 15 per cent.” Twenty-five per cent 
would be high generally. Assume Dawes an- 
swers 15 per cent.) 

“Then Mr. Dawes, doesn’t it strike you that 
you have something of a problem? It is ap- 
parent, isn’t it, that your estate has not enough 
capital to do the things you want done. You 
want 50 per cent of your income continued, yet 
you know that only 15 per cent will be. Mr. 
Dawes, the measure of my service to you can 
be just in the ratio of the frankness of our dis- 
cussion. Tell me about your situation—I have 
no idle curiosity. Such discussions are strictly 
business confidences. Your income is?—$7500. 
Fine. From salary? From other sources? 
$100 on $1000 stock in your own outfit. $7600 
total. 

“Your present life insurance? $20,000. Let 
us see then, $20,000 at 5 per cent well invested 
yields $1000, plus $100, equals $1100, or 147 per 
cent of 7500, so your 15 per cent was very close. 

“Now, then, your wife and two children could 
get by if necessary on 50 per cent of your 
present income, or $3800, is that right? Could 
they get along on less—say $200 a month? 
Only with difficulty, you think. Well let’s ex- 
amine that. 

Having committed him definitely to a mini- 
mum income I felt he could support properly, I 
would then ascertain about his cash require- 
ments, etc., ideas about his children, and seek to 
examine him on set-up of $5000 cash payable 
to wife in one sum, remaining $15,000 plus 
$35,000 additional, making total of $50,000 at 
about 5 per cent to provide $24000 to $25000 a 
year—principal intact to children, one-half to 
the son at given ages after his mother’s death, 
the other half to daughter under an income pro- 
vision for life and without withdrawal, her 
principal share being subject, however, to her 
disposition by will—either under company in- 
terest options or trusteed with trust company 
according to conditions. 


(3) Outline the objections which you would 
expect Dawes to raise and suggest your method 
for overcoming these objections. 


Answer: Approach and presentation is based 


on stating the business of your call directly and 
immediately. I cannot use well, have little 
patience with, and little confidence in, a de- 
ferred statement of one’s business, feeling it 
savors of false pretence and breeds lack of 
confidence. I do not mind stating my name 
and business even if in themselves they are of 
little interest. 

Therefore I expect the prospect to say some- 
thing in objection immediately, which I try to 
circumvent by “Yes—but.” For instance, he 
well might have said, “Mr. , 1 am not a 
bit interested in life insurance’—to which my 
answer might take the form, “that may be true, 
Mr. Dawes, but my purpose in calling on you 
was not to discuss life insurance until or un- 
less you chose to do so. You are interested 
in your income, Mr. Dawes, aren’t you?” 

He might well interject that he had plenty 
of life insurance and that $20,000 would be all 
he would undertake for some time. i might 
try to boomerang this back by saying, “As a 
principal sum, that is quite a ot of money, but 
our families, Mr. Dawes, have to live on income, 
and actually, it would yield only $20 a week. 
Isn’t that so, and that isn’t very much, is it? 
etc.” 





(b) Psychology of Life Insurance Salesman- 
ship. 

Question 1. Make a list of all of the sug- 
gestive attributes of personality that you would 
wish to possess as an underwriter. 

* * x 

Answer: Following are some of the “per- 
sonality attributes” that I endeavor to culti- 
vate: 

1. A pleasant, friendly smile. 

2. Ability to look a man in the eye with- 

out making him feel uncomfortable. 

3. To be carefully groomed and well- 
dressed but not “over-dressed.” 

4. A pleasant speaking voice. 

5. To be interested in others and give them 
a chance to talk. 

6. To be careful in my diction without giv- 
ing the impression of over-precise- 
ness. 

7. A sense of humor, but try not to bore 

people with too many funny stories. 
Keep engagements promptly. 

9. To recognize the value of other people’s 
time. 

10. To pay all my bills promptly. 

11. To take part in worthy community ac- 
tivities. 

12. Render little personal services that are 
so much appreciated. 

13. To say a friendly word to those in 
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trouble. 

14. To be as clean as possibly morally. 

15. To keep abreast of current events in as 
many lines as possible. 

16. To keep healthy and play some golf, 

_ swim and play hand-ball for exercise. 

17. To learn as much as possible about my 
business and try to read something 
constructive every day. 

18. Never try to sell a man by begging for 
business, but show him where he and 
his interests will benefit. 


Question 2. Think over your past experi- 
ences. Can you recall a situation in which you 
bought something against your better judgment? 
Describe how you rationalized yourself. Take 
some prospect you have had in the past, who 
has failed to take out a policy but has imme- 
diately bought a car or some other luxury. Try 
to account psychologically for his behavior. 

* * * 

Answer: My old car ran entirely well 
enough. A new one was something to be de- 
sired. It remained to justify it before the high 
court of my conscience. 

That was no trouble at all! The repairs 
needed on the old car were allowed to grow big 
in my mind. New tires were needed, by pres- 
tige as a successful business man was at stake, 
the old car would depreciate more rapidly than 
the one offered, greater gas consumption of 


the offered car was more than balanced by the 
long life of the larger and better car. 

In short, I wanted the new car. Every rea- 
son against the purchase started a circle of 
thought which picked up an excuse that looked 
like a just answer. The ambition worked upon 
my subconscious mind even when I slept and I 
woke with fresh strength to face the fact that I 
was broke, in debt, that the old car ran, that 
nobody gave a whoop what I drove except the 
salesman and me. 

Like the prospect who did likewise I bought 
the new car. He and I were the victims, or at 
east the puppets, of sensory appeal. Color, the 
love of display, the admiration of all observers 
who might see us drive by, the thrill of smooth 
speed, being classed with the successful and as- 
sociating with them on an equal basis, so com- 
fortable to the gregarious instinct, overcame us. 

Sensory appeal has much to do with people’s 
wants. Life insurance is intangible, it is remote 
in its more important benefits; we do not see it, 
nor delight in its touch, its sound or its motion. 

Life insurance does, however, have as a basis 
our strongest instincts if we can but present 
them strongly enough, and perhaps the new 
advertising programs will help. The sex in- 
stinct, the fighting instinct, the instinct for self- 
preservation and the display instinct may all be 
utilized. 


Question 3. Why is the use of imagination 





of peculiar importance in the sale of life in- 
surance? Why does the buying of life insur- 
ance tax the imagination much more than in 
buying a car, coat or a radio? 


* * * 


Answer: The use of imagination is of pecu- 
liar importance in the sale of life insurance be- 
cause of its lack of sensory appeal. To most 
people insurance is intangible. It cannot be 
seen or tasted or felt. The future is far re- 
moved from most of us, and the immediate rou- 
tine problems of existence force the picture of 
the future out of the mind. 

To induce our prospects to act, then, it is 
neccessary to fix attention on future problems, 
and to vividly bring them down to the present. 
Not only must the salesman be able to visualize 
the situation himself, but he must develop the 
ability to make his prospect visualize future 
needs. 

The buying of a car, a coat, or a radio does 
not tax the imagination. There is an immediate 
sensory appeal. The picture of ourselves in the 
car, wearing the coat, or sitting at home in 
front of the radio is not difficult to conjure up 
in our minds. Most people are not able to vis- 
ualize life insurance in the same way. It is 
more or less removed from our mental field of 
vision. The need is crowded out by the im- 
mediate need—the sensory appeal—and by the 
routine tasks which occupy our mind. 
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The Problem of Heart Disease 


(Continued from page 3) 
DEATHS FROM HEART AFFECTIONS, U. S. REGISTRATION AREA, 1915-1927 


(RATES PER 100,000) 





The foregoing tabulation shows an increase 
in the rate from 165.0 per 100,000 in 1915 to 
196.2 per 100,000 in 1927. The rate has prac- 
tically been progressive from year to year. The 
rate for pericarditis, however, has very slightly 
declined and there has also been a decline in 
acute endocarditis, the major increases having 
occurred in other diseases of the heart and 
angina pectoris. Before discussing other as- 
pects of the problem, attention may be drawn 
to the following table giving the corresponding 
rates in accordance with the same classification 
for England and Wales: 


Other 
Acute Diseases 
Peri- Endo- of the Angina 
carditis carditis Heart Pectoris 
pe 9.1 147.1 t8 
1.0 9.3 150.1 7.6 
1 8.9 153.1 7 
1.1 8.1 152.1 7.4 
1.2 8.9 141.5 7.2 
i. 7.8 141.9 8.7 
1.0 6.1 140.9 9.1 
0.9 6.3 148.4 10.0 
0.9 6.6 157 .3 10.4 
0.9 6.8 159.1 11.3 
0.8 7.8 163.6 13.3 
0.9 7.9 175.8 14.5 
0.9 8.2 171.9 14 7 
rate is shown to have increased from 143.7 


per 100,000 in 1918 to 56.4 in 1927: 


DEATHS FROM HEART AFFECTIONS (ALL 
FORMS) DOMINION OF NEW ZEALAND, 
1918- 


1927 
Rates PER 100,000 
1 Ser ee 5 My a ere ee 158 ./ 
ee i tee > 144.8 SPOT te 143.1 
PRs nes: 6o7ews.0 nes 150.4 be. ECO 145.2 
VS . SS em 138.8 ee ee ee 152.2 
i A ears 150.9 y . / ES pear oe 156.4 


Comparing the aggregate rates for the four 
countries, it appears that the United States has 
the highest rate for all forms of heart diseases 
for the year 1927, or 196.2 per 100,000, com- 


DEATHS FROM HEART AFFECTIONS, ENGLAND AND WALES, 1917-1927 
(RaTES PER 100,000) 


& 
WONHOWND WON 





In England and Wales also the mortality 
from pericarditis has slightly declined, while 
the mortality from acute endocarditis has 
slightly increased. The major increase here as 
in the United States falls upon other diseases 
of the heart and angina pectoris. I am also 
able to give a table of deaths from heart dis- 
eases for the Commonwealth of Australia, for 
which, however, I have not worked out the 
rates. The population of the Commonwealth 
of Australia in 1917 was about 4,900,000, which 
by 1927 had increased to 6,200,000. Here again 
there is a decline in the actual deaths from 
pericarditis and acute endocarditis with a very 
substantial increase in deaths from other or- 
ganic diseases of the heart as well as from 
angina pectories: 


Other 
Acute Diseases 
Peri- Endo- of the Angina 
carditis carditis Heart Pectoris 
1.0 4. 153.7 2.8 
1.0 3.9 144.3 2.7 
0.8 4.6 145.4 3.0 
1.0 6.2 131.7 b7 
0.9 5.5 132.4 2.9 
1.0 5.2 146.8 3.8 
0.8 5.0 138.1 4.1 
0.9 5.0 145.7 4.5 
0.9 5.1 145.0 4.7 
0.7 5.3 154.2 4.8 
0.7 5.1 170.6 725 


pared with 183.5 for England and Wales, 156.4 
for New Zealand and 133.8 for the Common- 
wealth of Australia. 

The subject of heart diseases is very briefly 
discussed in the annual report on Mortality 
Statistics for 1925 of the United States Reg- 
istration Area. The mortality rates in this re- 
port are given for the three years 1923-25, par- 
ticularly with reference to the several States 
and leading cities showing immense variations 
which seem never to have been subjected to 
critical consideration. Thus for example while 
the average rate for 1925 for the registration 
area was 185.5, it was 216.2 for the cities and 
159.5 for the rural portions of the registration 
States. It was as high as 262.2 for New York; 
249.1 for Massachusetts; 246.8 for California; 


DEATHS FROM HEART AFFECTIONS, COMMONWEALTH OF AUSTRALIA, 1917-27 


To the foregoing I add a table of rates for 
all heart diseases combined for the Dominion 
of New Zealand for the period 1918-27. The 
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Other 
Acute Diseases Angina 

Peri- Endo- of the Pec- 

carditis carditis Heart toris 
91 459 3,852 157 
74 506 3,976 171 
41 431 5,864 152 
76 461 5,370 152 
84 504 5,166 143 
77 571 5,158 207 
74 662 4,893 269 
77 725 5,182 310 
33 305 6,752 306 
29 356 6,897 410 
46 386 7,473 489 


218.9 for New Jersey; and 212.0 for Rhode 


Island. It was as low as 83.1 for Idaho; 100.4 
for Wyoming; 106.5 for West Virginia; and 


23 


114.2 for Tennessee. At the present time no 
explanation can be offered for these wide vari- 
tions except that unquestionably to a consider- 
able degree they depend upon the age distribu- 
tion of the population. Like considerations, of 
course, apply to the cities. The rate, for ex- 
ample, which was 213.8 for all the registra- 
tion cities in 1925, was as high as 332.7 for Al- 
bany, N. Y.; 316.2 for New Orleans; 276.5 for 
San Francisco; 267.3 for Washington, D. C.; 
290.3 for Boston. It was as low as 83.9 for 
Fort Worth, Texas; 139.9 for San Antonio, 
Texas; 145.1 for Detroit; 148.1 for Youngstown, 
Ohio; 151.6 for Cleveland, Ohio; 155.0 for 
Salt Lake City. 


A more satisfactory analysis of the mortal- 
ity from heart disease is contained in the Reg- 
istrar-General Statistical Review of England 
and Wales for the year 1927. This gives the 
mortality by sex and divisional periods of life, 
also the crude and standardized death rates 
which clearly bring out the important factor of 
age changes during the last thirty years. I 
give below the rate changes in the mortality 
from heart diseases since 1901 for both sexes 
separately and for ages 25 and over: 


Highest for Each Sex 


It is pointed out in the Review that for each 
sex the mortality during 1927 was the highest 
since the commencement of comparable records 
in 1901 but the table in question shows that 
these rates are considerably reduced by stand- 
ardization and that though the rates for 1927 
represent a considerable increase over 1926, 
they are also less than those for the decennium 
1901-10, although this is true for females only 
when allowance is made for the rather more 
comprehensive sense attaching to the “heart 
disease” of that period. It is further explained 
that some of these changes are unquestionably 
the result of new methods of classification, par- 
ticularly as the result of the introduction of a 
new death certificate form during the current 
year. But the most important conclusion ad- 
vanced and which unquestionably bears directly 
upon the increase in actual deaths from heart 
disease in England and Wales in 1927 was the 
widespread occurrence of influenza. There 
were 22,263 deaths from influenza in 1927 
against 8936 deaths in 1926. 


In the United States in 1927 the number of 
deaths from influenza was more than twice the 
total mortality from all causes, or 42,809 
against 24,471. But influenza is only one of the 
complicating factors. According to the mor- 
tality report for 1925, there were 86,879 mortal- 
ity complications or secondary factors of deaths 
in which the various forms of heart diseases 
occurred. It is difficult to deal with this in- 
volved aspect of the problem with the required 
brevity. Heart affections play an important 
part in the mortality from tuberculosis, cancer, 
diabetes, certain diseases of the nervous sys- 
tem, and especially in pneumonia and other 
respiratory diseases. They are also important 
factors in certain diseases of the digestive sys- 
tem, particularly cirrhosis of the liver. But 
above all others they often bring about the fatal 
termination in chronic nephritis. During 1925 
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MORTALITY FROM HEART DISEASE BY AGI AND SEX, ENGLAND AND WALES 
(RATE PER 1,000,000) 


All Ages 
Stand- 
Crude ardized 
Mares 1901-10........... 1,410 1,437 
US a Oe ee 1,442 1,348 
_ Sea 1,606 1,299 
Fe ee 1,774 1,412 
FEeMaAues 1901-10........... 1,459 1,337 
PU IEEO so 6.0 030 be os 1,475 1,412 
_ Ree ee 1,691 1,189 
hie: ER a 1,891 1,304 


there were 33,528 deaths from chronic nephritis 
complicated by other diseases of the heart, aside 
from 195 deaths attributed to pericarditis, 1325 
deaths attributed to endocarditis and 510 deaths 
from angina pectoris. 

But a strictly scientific study of heart dis- 
eases on the basis of mortality data at the pres- 
ent time is practically impossible. The unfor- 
tunate classification of “other diseases of the 
heart” is entirely too large to justify definite 
assumptions as to the increase or decrease in 
particular forms of heart impairments. In the 
report for England and Wales, acute endocar- 
ditis and myocarditis are subdivided into three 
groups which is not the case in this country. 
The British division is (1) infective endocardi- 
tis, (2) other acute endocarditis, and (3) acute 
myocarditis. This is certainly an improvement. 
Other diseases of the heart in the report for 
England and Wales are subdivided into nine 
groups to great advantage. These groups are 
aortic valve disease, mitral valve disease, aortic 
and mitral valve disease, other or unspecified 
valve disease, fatty heart cardiac dilatation 
cause not specified, other or unspecified myocar- 
dial disease, heart disease undefined, and dis- 
ordered action of the heart. To emphasize the 
numerical importance of these different affec- 
tions I give the following table of deaths re- 
turned for 1927. See table below. 


Hard to Deal With 


In view of the extraordinary complications 
of the cardiac problem, I have always been re- 
luctant in the past to deal with it from a statis- 
tical point of view. Changes in death classi- 
fication during recent years, particularly in- 
creased attention being given to deaths in old 
age, sudden deaths and ill-defined deaths have 
unquestionably gone far to increase the mortal- 
ity from all forms of heart affections. The 
necessity of disregarding heart impairments in 
a single classification of deaths in countless 
cases further complicates an already very much 
involved question. The difficulty of passing 
upon the .relative importance of different heart 
affections is best emphasized by the monumental 
treatise om “Diseases of the Heart” by the late 
Sir James Mackenzie, the fourth edition of 
which was published in 1925. Sir James Mac- 
kenzie, unquestionably an outstanding authority 
on the heart, admits himself on practically 


25 35 45 55 65 75 

392 903 2,208 5,778 11,941 17,189 
387 751 1,793 4,810 11,570 20,252 
269 535 1,439 4,015 1i,809 27,357 
266 608 1,518 4,370 12,759 30,847 
411 938 2,093 5,045 10,672 15,372 
394 754 1,681 4,051 9,852 18,117 
301 553 1,262 3,432 10,196 25,298 
315 588 1,346 3,649 11,138 29,602 


every necessary occasion that he has failed to 
arrive at a clear grasp of the whole problem. 
But no one has been more insistent upon the 
urgency of research, which is best emphasized 
in the far-reaching contribution made by the 
Edinburgh Institute of Clinical Research, es- 
tablished by Sir James Mackenzie and carried 
forward by his successors. It would be utterly 
impossible to present in brief outline the count- 
less important conclusion which flow from this 
supremely important treatise. But for a full 
understanding of the viewpoint of Sir James 
Mackenzie, a smaller work on “The Future of 
Medicine,” should be read as an introduction 
to methods of medical research most likely to 
prove of practical value. Furthermore the stu- 
dent of the subject should not fail to read the 
life of Dr. Mackenzie published in 1926 by 
Dr. R. Macnair Wilson under the title “The 
Beloved Physician.” 


Dr. Mackensie’s Views 

Particularly suggestive in the life of Dr. 
Mackenzie are the observations on life insur- 
ance. Dr. Mackenzie’s viewpoint as regards 
diagnosis and prognosis in heart disease may be 
said to rest upon principles of “response to ef- 
fort.” He wrote shortly before his death, “You 
can see the failure to grasp it in the medical 
forms for life insurance. Questions are asked 
about the size of the heart, its sound, its rate, 
and rhythm, but not a single question as to the 
response to effort—I have on many occasions 
been consulted by men who had, a few months 
before, been insured for large sums, who suf- 
fered from such advanced disease of the heart 
that they died shortly after. There was no 
physical sign, but their replies to my inquiries 
as to their response to effort revealed the ex- 
treme gravity of their condition. Bue he 
further observes “It requires much experience 
to use this method, but when the knowledge is 
acquired, it is easy. The testing of a patient by 
hopping about a room and counting his pulse 
and taking his blood-pressure cannot reveal 
this information; it is got from the patient’s 
experience when the heart is called upon to do 
its usual work—such as walking up a hill after 
a meal, walking in the cold air, and so forth. 
The reason I mention this is to indicate that ar- 
tificial tests do not bring out the qualities of an 
organ, either in the case of the heart, of the 


DETAILED ANALYSIS OF “OTHER DISEASES OF THE HEART” ENGLAND AND WALES, 1927 


NE EWE EINE 05 5 Sse oko 'h0'o's oo ses eens aw one ncees-s 
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Aortic and mitral valve disease............ 

Other or unspecified valve disease 
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Other or unspecified myocardial disease.............. bieuaies 
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Male Female Total 
2,181 1,005 3.186 
3,635 6,233 9,868 
543 486 1,029 
5,294 6,804 12,098 
1,218 1,618 2,836 
342 347 689 
12,479 14,536 27,015 
3,786 4,505 8,291 
ty 776 1,232 2,008 
30,254 36,766 67,020 








stomach, or of the kidney, or of any other or- 
gan.” Here then is a most valuable suggestion 
made by an outstanding authority which has 
as yet hardly made a first impression on the 
medical mind. Anyone who has been examined 
for heart trouble will grant that when a me- 
chanical or instrumental test was applied the 
patient’s response to normal effort was not 
made the subject of extended inquiry. But Dr. 
Mackenzie observes elsewhere in this connec- 
tion: 

But unfortunately it requires a great deal of 
experience to elicit from patients an intelligent 
descriptions of their sensations, and an experi- 
ence which will enable the doctor to recognize 
the different sensations; and this is just one 
of those essentials required in the examination 
of patients which the laboratory-trained phy- 
sician seems unable to acquire. As a conse- 
quence of his inability to acquire this knowl- 
edge, he ignores the information which it re- 
veals, which I have shown is one of the causes 
of the neglect of the study of the early signs 
of disease. Speaking from a very extensive 
knowledge of disease of the heart, I am every 
day more and more convinced that the method 
described is the only one by which the efficiency 
and degree of inefficiency of the heart can be 
revealed in a great many cases. Anyone fa- 
miliar with the physiology of the heart will 
recognize that it is based upon fundamental 
principles, and those who have adopted it in an 
intelligent manner support me as to its value. 


Those who wish to carry this thought fur- 
ther may read to good advantage a discussion 
on “The Effect of Strain on the Heart,” by Dr. 
Paul White of Boston, in the New England 
Journal of Medicine of October 25, 1928. (See 
also an important discussion on “The Response 
of the Cardio-Vascular System to Respiratory 
Exertion,’ by Harold M. Frost of Boston, 
Boston Medical and Surgical Journal of No- 
vember 6, 1924.) 


Extended Interest Shown 

The foregoing observations are suggestive of 
a much more extended interest in cardiac im- 
pairments than has thus far been developed. It 
is very true that exceptionally good work in 
this direction has been done by the American 
Heart Association which may be looked upon 
as one of the outstanding achievements of the 
results of health-promoting agencies. But re- 
viewing the considerable literature on the sub- 
ject I cannot but feel that not much more than 
the surface has been touched and that there are 
many essentials that require much more ex- 
tended consideration. One of the outstanding 
aspects of the disease is the correlation of oc- 
cupational or vocational activities. It is dif- 
ficult to realize the tremendous changes in hu- 
man habits as the result of the almost universal 
introduction of labor-saving machinery and 
the vast increase in sedentary mode of life, only 
too often resulting in overnutrition or nutri- 
tional impairments. The serious effect of many 
of these on the heart is a foregone conclusion. 
Like considerations apply to the joint study of 
rheumatic affections and the heart, especially 
in young children. A cardiac survey of chil- 
dren in Boston public schools was made cov- 
ering 2311 children. The number suffering 
from organic heart impairments was 625 or 25 
per cent. The proportion having acquired heart 
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disease was 23.09 per cent. Aside from the 
foregoing, the number of potential heart cases 
was 77 or 3.3 per cent; the proportion having a 
history of rheumatic fever was 25.09 per cent. 
The report brings out many other interesting 
factors and should be consulted by those con- 
cerned with the larger aspects of the problem. 
The report was published in The Nation’s 
Health of December, 1927. 


An admirable report on “The Progress of 
Cardiology during 1924” has been published by 
Dr. Frederick A. Willius, Mayo Clinic, Roches- 
ter, Minnesota. This discussion includes a 
brief but always useful bibliography covering 
every essential phase of the question. 

An attempt to trace the geographical distri- 
bution of heart disease in England and Wales 
was made by Dr. Matthew Young, Glasgow, 
published in the Lancet of September 19, 925. 
It is one of the most promising statistical 
studies suggestive of being followed in other 
countries. Dr. Young’s conclusions read in 
part: 


(1) The mortality from heart disease in the 
counties of England and Wales shows quite 
definitely a tendency to a special distribution 
in which the higher death rates are found in 
the counties towards the West. 

(2) The geographical distribution of the rel- 
ative mortalities in the periods examined is 
very different from that described by Haviland 
as occurring in data for an earlier epoch, and 
the explanation offered by him—namely, that 
the excessive incidence is found in counties that 
are distant from the sea and sheltered by their 
physical surrounding from the sea winds, can- 
not be held to account for the distribution of 
the fluctuations in incidence in the present data. 

(3) A definite association exists in the coun- 
ties between the distribution of mortality from 
organic heart disease and heart diseases in the 
aggregate and the mortality from acute rheu- 
matism. The relative incidence of acute rheu- 
matism appears to be the essential factor that 
determines the incidence of heart disease, al- 
though other factors, possibly mainly environ- 
mental, may have some influence on the rate of 
mortality in different districts. 


Finally a brief reference requires to be made 
to two important papers on heart disease by 


Dr. Louis I. Dublin, Statistician, Metropolitan 


Life Insurance Company. The first of these 
was published in Harper’s Magazine, and the 
second in the New York State Journal of 
Medicine for November, 1925. The latter on 
the “Statistical Aspects of the Problem of Or- 
ganic Heart Disease” includes the results of 
special studies on the part of the Metropolitan, 
particularly material collected by Dr. Wyckoff 
and associates. I quote from this the conclu- 
sion that out of 1000 cases 

They found 88 per cent of the cases showing 
enlargements of the heart, among whom one in 
five had enlargement of the heart only. Hy- 
pertrophy was, by all odds, the commonest 
impairment. Mitral insufficiency was diagnosed 
in approximately half of all the cases. Mitral 
stenosis was present in 44 per cent of the cases; 
but, in nearly all of these, mitral regurgitation 
was also present. Aortic insufficiency was pres- 
ent in about 15 per cent of the cases; aortic 
stenosis in 3 per cent; aortitis in 17 per cent; 
and aneurism in a little over one per cent. 

A full report on the investigation is intimated 
but it has not come to my attention. 





Some Attention-Gaining Approaches 
Twenty-Two Different Ways of Meeting 
the First Problem With Which 
the Agent Is Faced 


Twenty-two suggested approaches which 
have been collected by F. W. Gale, superin- 
tendent of agencies of the Lincoln National Life 
Insurance Company, every one of which have 
been actually successfully used by Lincoln Life 
men are presented in the following paragraphs: 


Get name of family from neighbors who are 
policyholders, then say: “Mr. Blank, I am your 
neighbor’s agent for the Lincoln National Life 
Insurance Company. May I step in?” 

L. G. Saunders uses this approach: ‘Good 
morning, Mr. Blank when you were born, you 
had a father, a mother and a name. Don’t you 
think it would be fine for sentimental reasons 
to make your mother the beneficiary of a $5000 
life insurance policy?” 

For a home owner: “Mr. Blank, it interested 
me to learn that you had bought a home, I have 
one of my own. Have you ever thought about 
making it truly and permanently yours and your 
family’s?” 

For a young man: “Good morning. I am 
looking for a young man between twenty-five 
and thirty interested in saving some money.” 

“Mr. Blank, I want to show you what 3 per 
cent of your income will do.” 

“Have you ever been vaccinated against old- 
age dependency ?” 

For a business man: “Your dividends are 
safe as long as the organization is running 
smoothly. But, what would happen if you were 
not here to keep it so?” 

For an auto owner: “Did you read of the 
automobile accident on street yesterday 
where lost his life? Have you ever 
thought of your own hazards as a car owner?” 

“What about your own old man? What about 
the old man coming down the road to meet 
you?” 

“Mr. Blank, have you decided yet to what 
college you will send your boy?” 

Display to the prospect a few crisp, new dol- 
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lar bills promptly followed with the question: 
“Mr. Jones, how would you like to have paid 
to you at some future convenient date a thou- 
sand, two thousand or five thousand of these 
dollar bills, and if you knew that it would only 
require an annual deposit by you of about three 
of these (here at this point “lay down three 
new pennies) for each dollar would that be in- 
teresting ?” 

Mr. Prospect, does your firm pay you a pen- 
sion when you reach age 65? 

Produce the company’s circular (Form 1140) 
with a picture of an old man on the cover, and 
when presenting it to a prospect say, ‘Where 
will you be at age 65? Have you given that 
much thought, Mr. Prospect? If you haven’t, I 
would like to make some simple suggestions for 
an annuity income for the old man.” 

Produce the company’s circular prepared for 
use in soliciting business women and state to the 
prospect: “When old age comes, which will it 
be—independence or dependence?” 

“Mr. Prospect, it has been suggested to me 
that you might be very much interested in some 
worth while information concerning a man’s par 
value and how your par value may suddenly be 
subject to severe downward fluctuations, I am 
prepared to give you such information which I 
shall be glad to furnish without any obligation 
on your part.” 

“Mr. Prospect, if you knew that by depositing 
with my company say, forty to fifty dollars per 
month, as long as you live that my company 
would be willing to guarantee the payment of a 
hundred dollars a month to your wife as long as 
she lives, would you be interested?” 

An approach for a doctor: “Doctor, have 
you any odd delinquent ‘accounts receivable’ for 
which you would be willing to receive a cash 
settlement at some future convenient date? My 
company is prepared to submit such a plan to 
you without any obligation on your part which 
is the occasion of this call.” (A life insurance 
policy for the amount of his book accounts will 
collect them in full at his death.) 


Mr. Prospect, with the thought that you could 
use a practical desk calendar, and would appre- 
ciate it, I have called to present this to you. 
We are very much interested in keeping the 
name of our company before men like you, and 
at some time convenient to you, I would like 
to present some suggestions, which to you at 
this time, I know will be very worth while. 
What time during the day are you the least 
busy—10 o’clock in the morning or around 2 
o'clock in the afternoon?” 


An approach for the real estate man: “Mr. 
Prospect, if you could buy that valuable piece 
of improved property over there for a down 
payment of only 3 per cent of the total purchase 
price, and equal annual payments thereafter, and 
if you could at the time of purchase be guaran- 
teed that in the event of your premature death 
all future payments would be canceled and a 
clear deed to the property would pass to your 
heirs or estate, would you be interested ?” 

“Mr. Prospect, I have a very interesting plan 
for buying $1000 on the installment plan, in 
which, it is believed, you will be interested. 
May I have a few minutes of your time to tell 
you about it?” 
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We have the finest disability contracts 
available today. A full line of non- 
cancellable, non-medical and other at- 
tractive policies. 

Some good territories may be had in 
Michigan, Pennsylvania, Indiana, Il- 
linois, Missouri and California. 
Inquiries invited from underwriters 
who know the best. Liberal contracts 
to producers. 


INCOME GUARANTY COMPANY 


Income Building 


SOUTH BEND, INDIANA 
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* Appearing every four weeks 
in the Saturday Evening Post. 


HARTFORD FIRE INSURANCE CO. 


HARTFORD, CONNECTICUT 
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Section 66 New York State 
Insurance Laws 





Conway Cautions Against Buy- 
ing or Selling Stock of Un- 
authorized Companies 


No Losses Have Resulted 





Banks and Investment Brokers Have 
Been Chief Offenders in Promot- 
ing Companies 





According to a recent statement of Albert 
Conway, Superintendent of Insurance of the 
State of New York, there have been several 
occasions on which banks, brokers and invest- 
ment houses in New York city and elsewhere 
have attempted to sell stocks of unauthorized 
insurance companies in the State of New York 
without first having complied with the pro- 
visions of section 66, effective in 1913, of the 
New York Insurance Law. 

This section provides that no individual, part- 
nership, association or corporation as the agent 
of another, or as broker, shall sell or offer for 
sale or in any way assist in the sale in this 
State of the securities of any promoting or 
holding corporation or of any insurance cor- 
poration which is not at the time of such sale 
or offer of sale lawfully engaged or authorized 
to engage in the transaction of the business of 
insurance in this State without first procuring 
a certificate of authority from the insurance 
department to sell such securities, nor shall 
any individual, partnership, association or cor- 
poration sell or offer for sale in this State the 
securities of any promoting or holding corpor- 
ation or of any insurance corporation which is 
not at the time of such sale or offer of sale 
lawfully engaged or authorized to engage in 
the transaction of business in this State un- 
less such corporation shall have first procured 
from the Superintendent of Insurance a cer- 
tificate that such corporation has fully complied 
with the provisions of this section and is au- 
thorized to sell such securities. Heretofore, 
no specific attention has been called to the in- 
dividual or the firms attempting to make such 
offering, nor has any affirmative action been 
taken other than the prevention of such sale 
to the people of the State of New York be- 
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cause of the fact that in every instance the 
person or the firm making the offering has 
pleaded ignorance of the existence of such sec- 
tion and the necessity of making proper appli- 
cation and the obtaining of a license as re- 
quired. In the future, however, it will be 
necessary to call to the attention of the public 
of the State of New York each specific offer- 
ing that is made. 

There have been no losses to investors in New 
York State in the promotion of new compa- 
nies during the past several years, and the 
above statement was issued by Mr. Conway 
merely to caution those buying or selling stock 
of companies that have not fully complied with 
section 66. 


California Agents Object to 
Separation 





Commend Pacific Board on 
Services in Establishing 
Rates on Coast 

Lauding the services performed by the Board 
of Fire Underwriters of the Pacific in estab- 
lishing rates, standard building requirements, 
and various other facilities, but objecting stren- 
uously to the present efforts being made to 
compel them to sign “separation” agreements, 
agents of northern California, mainly from 
Napa and Sonoma counties, met in Segastopoli 
recently under the auspices of the Sonoma 
County Association of Insurance Agents. 

While no formal vote was taken as regards 
individual or organization action, the sentiment 
seemed to be to “go slow” on signing the 
“separation” agreement. A motion was carried 
to the effect that no matter what action any 
member may take individually, standing in the 
local organization would not be jeopardized. 

A number of the agents also spoke their 
opinions on the farm application form, which 
they declared to be driving business from their 
offices. 


Frank L. Guerena Gets New Position 
Frank L. Guerena has been appointed attor- 
ney to the insurance department of the State 
of California by Insurance Commissioner E. 
Forrest Mitchell. The position is a new one, 
created by the last session of the legislature. 
Mr. Guerena has been a State deputy attorney 
general for the last 12 years. He has handled 
some of the most important State cases. 


Court Enjoins Texas Board 
of Ins. Commissioners 


Validity of Commission Order 
Questioned—Issued Without 
Public Hearing 


Case to Be Tried in October 


Companies Cannot Be Interfered 
With Pending Termination of 
Hearing of Suits 











Austin, Texas, August 28.—A temporary 
injunction was granted three Dallas companies 
here Monday by Judge J. D. Moore, restrain- 
ing the State Fire Insurance Commission from 
enforcing an order fixing the agent’s commission 
at 20 per cent and from threatening the compa- 
nies with penalization pending trial of suits 
brought by them on the validity of the board’s 
order. 

Although he did not make any ruling on the 
question of the validity of the agent’s com- 
missfon order, Judge Moore was of the opinion 
that the new form affidavit required by the 
Board of Commissioners to be used in applying 
for an agent’s license is invalid because the or- 
der issued July 8 was given without a public 
hearing. 

Judge Moore held, that until termination of 
the suits, which will be tried in October, the 
three companies seeking to have the order de- 
clared invalid have the right to continue their 
existing contracts with their agents, but they 
must assume all responsibility, and in event the 
order is upheld will be subject to penalties. 

The new form of affidavit which the Board 
of Insurance Commissioners sought to require 
in the application for an agent’s license and 
which Judge Moore held to be invalid required 
the officer asking the affidavit to swear that 
insurance company seeking the license of the 
agent has not made and will not make any con- 
tract with the agent at a commission in excess 
of the amount prescribed by the Board. This 
affidavit, the Board proposed, should be sub- 
stituted for that which required the officer to 
swear that the commissions to be paid agents 
would not exceed 20 per cent until termination 
of the suits of the plaintiff companies, namely 
the Utilities, The Gulf and the Commercial 
Standard insurance companies of Dallas. 
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NEW YORK SAN FRANCISCO 
MINNEAPOLIS RICHMOND 
LOS ANGELES INDIANAPOLIS 
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FIRE RE-INSURANCE HOLD FAST 
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| Treaty and Facultative 


THLATSUATETA ETE EEATE TENET 





Re-Insurance Corporation a 
of America 
60 John Street, New York, N. Y. 














Enjoy Success 


TO ENJOY aqua planing and ride the 
waves with confidence and ease, hold 


President Secretary Pome 
fast to one skilled in the sport. 


HORACER.WEMPLE H.D.BURROUGH 


IF YOU would become inspired with con- 











— fidence and courage in building your 
agency, hold fast to Commonwealth 
TOTAL ASSETS $2,154,292.71 Courier; he will safely carry you over the 
waves of doubt and discouragement to 
seeeeenees ultimate success. 
DIVISION OFFICES 


Commonwealth Casualty Co. 


Western Department Pacific Coast Department (OLDEST PHILADELPHIA CASUALTY COMPANY) 
172 W. Jackson Boulevard 114 Sansome Street ; Philadelphia 
Chicago, Illinois San Francisco, California W. FREELAND KENDRICK E. W. COOK 


President Vice-Pres. & Gen'! Mgr 
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Michigan Fire Chiefs for More 
Stringent Laws 


—_—— 


Contend That Oil Storage Law Is 
Too Lenient, Creating 
Hazards 
At the convention of the State Association 
of Fire Chiefs which was held in Cadillac, 
Mich., recently, it was brought out that there 
should be a bill making compulsory the in- 
stallation of fire alarm boxes in every public 
building in the State, particularly schools and 
hospitals, and it was intimated that the asso- 
ciation would sponsor such a bill when the 
next legislature convenes. Similar bills have 
been enacted by other States and it is the con- 
sensus of opinion that such an act would be 

a valuable asset to Michigan. 


The last legislature was criticized inferen- 
tially for its passage of an oil burner law which 
allows a much larger storage of fuel oil in a 
building using such a heating system than is 
considered safe and is allowed under fire mar- 
shal’s regulations. The new act permits stor- 
age of 550 gallons as compared with 275 gallons 
under the fire marshal’s order. The trend of 
the discussion indicated that the cities, with 
the exception of Detroit and its environs, will 
confine these storages*to the limits adocated 
by the fire marshal’s division of the insurance 
department. In Detroit, the limitation will be 
440 gallons, it is anticipated. 

The association elected new officers as fol- 
lows: A. M. Jaeger, Ecorse, president; Thomas 
Maxwell, Cadillac, vice-president; George F. 
Dansbury, Groose Pointe Farms, secretary; 
F. W. Peabody, Albion, treasurer. It was 
voted to hold the next annual session in 
Kalamazoo. 


International Association of Fire 

Chiefs Plan for Annual Meeting 

An interesting and comprehensive program 
has been arranged for the fifty-seventh annual 
convention of the International Association of 
Fire Chiefs, at Birmingham, Ala., October 21 
to 25, inclusive. Among the topics scheduled 
are the following: “Mutual Aid Between City 
Fire Departments,” Chief James J. McMillan, 
Orange, N. J.; “Multiple Systems of Refriger- 
ation,” Chief Charles A. McGinley, East 
Orange, N. J.; “A Study of Running Card 
Assignments,” Chief Frank C. McAuliffe, 
Chicago Insurance Patrols; “State Fire Col- 
leges,” G. H. Garlin, chairman, National Fire 
Waste Council; “Carbon Dioxide Gas as a 
Fire Extinguishing Agency,” Chief R. J. Scott, 
Los Angeles; “Fighting Fires in Extreme Cold 
Weather,” Chief J. E. Buchanan, Winnipeg, 
Man.; “The Organization and Discipline of a 
Volunteer and Part Paid Fire Department,” 
Chief J. E. Taplin, president; Southwestern 
Association of Fire Chiefs; “Value of First Aid 
in Fire Department Operations,” Chief E. P. 
Coop, president Pacific Coast Association of 
Fire Chiefs; “Outside Aid to Rural Communi- 
ties,” Chief John Monroe, Savannah, Ga.; “An 
Analysis of Fire Losses,” Chief Oliver Sanborn, 
president, New England Assn. of Fire Chiefs. 
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10 Per Cent Rate Reduc- 
tion Now Under Way 
in Missouri 


‘Agents to Retain Excess Com- 
mission But Will Receive 
No Endorsement Fee 


Method of Refunding Optional 











Most Companies Favor Return 
Through Agent for Competitive 
Reasons 
Cuicaco.—The fire insurance companies 


operating in Missouri effectively stopped the 
agitation among agents in that State for en- 
dorsement fees to be charged for effecting the 
10 per cent rate reduction now under way, when 
they agreed to waive the commissions paid on 
the excess. 

This was the most important item in the 
conferences of the (Western) Union com- 
panies and the Western Insurance Bureau mem- 
bers held here last week. 

The companies now are returning 10 per cent 
of the premiums collected in Missouri since 
February 1, 1928, on fire, lightning, hail and 
tornado insurance in compliance with the order 
of the Missouri Insurance Department and the 
waiver of commissions paid on the excess will 
apply to premiums paid between that date and 
July 31, 1929. 

The companies took notice of the fact that 
there will be considerable Jabor and expense to 
the agents in effecting the refund, but they 
are firmly opposed to paying additional fees 
for it. It is believed that the excess com- 
missions should be adequate compensation. This 
action was in answer to the resolution of the 
directors of the Fire Underwriters Association 
of St. Louis instructing their agents not only 
to retain the excess commissions but to charge 
the companies 35 cents for each endorsement. 

A summary of the plan for effecting the 
refund follows: 

The refund will he paid gross by the com- 
panies, thus permitting the agents to retain the 
commissions on the excess. The companies are 
firmly opposed to the payment of fees to agents 
for making endorsements on policies. 

Receipts will be required from each assured 
receiving a refund, a special form for which 
has been adopted and has been sent to all 
companies and agents. 

Whether the refund shall be made direct 
from the company or shall be made by the 
agents and reports made thereof shall be op- 
tional with the companies. 

Most of the companies are disposed to let 
their agents compute the refunds from their 
agency records and then to issue drafts on the 
companies for the various amounts, while others 
believe that the refund can be handled more 
expeditiously and completely by having the re- 
funds computed from the home office or 


C. Weston Bailey to Head 
Bankers Indemnity 





Charles Niebling Resigns Presi- 
dency Account of Physical 
Disability 

C. Weston Bailey, president of the American 
Insurance Co. of Newark, and the Columbia 
Fire Insurance Co. of Dayton, Ohio, was 
elected president of the Bankers Indemnity In- 
surance Company of Newark on August 20th. 
Both the Bankers and the Columbia are mem- 
bers of the American Fleet. Mr. Bailey was 
also elected a director, to fill a vacancy. 

Mr. Bailey succeeds Charles Niebling as 
president, the latter having resigned at the same 
meeting because he is physically incapacitated, 
and is unable to give the necessary personal 
attention to the office. Mr. Niebling, however, 
continues as director. 

Mr. Bailey’s rise from office boy through the 
various official ranks of the company was ex- 
ceedingly rapid—passing through five positions 
in twelve years’ time. In 1906 he was ap- 
pointed assistant secretary; in 1908 secretary 
and assistant treasurer; 1912, treasurer; 1914, 
vice-president, and on the 10th of October, 
1918, president. He is also president of the 
Columbia Fire Insurance Company of Dayton, 
Ohio. 

Mr. Bailey is a director of the Mutual Benefit 
Life Insurance Company and the Security 
Savings Bank, past president of the Eastern 
Automobile Conference; director of the Under- 
writers Salvage Company of New York, and 
the Glen Ridge Trust Company. He is a 
member of the Newark Athletic Club, the 
Downtown Club and the Essex Club, all of 
Newark, as well as the Glen Ridge Club of 
Glen Ridge, New Jersey. 


“A Romance of Insurance” 

“A Romance of Insurance,” a history of the 
Fireman’s Fund Insurance Company of San 
Francisco, written by Frank Morton Todd and 
just issued from the press, is truly romantic. 
It gets at the heart of the most‘intimate ex- 
periences, trials and tribulations of a company 
with perhaps as much romantic background as 
any frontier pioneer, and without sacrificing 
his toric truths. 

J. B. Levision, president of the Fireman’s 
Fund, said in the foreword to the volume, “when 
history presents the romantic, it may inspire.” 
There is an inspiration in it for every member 
in the insurance fraternity; it will inspire per- 
severance. The story of the rehabilitation of 
the sound insurance institution destroyed by the 
San Francisco fire of 1906 is faithfully re- 
corded in an interesting style. 








regional office records. The former method 
appeals to the companies for competitive rea- 
sons, believing that their agents can develop 
considerable good will for himself and for them 
by delivering the refunds in person. 
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ON THE PRESS 


Just the book you have been waiting for! 


The Fourth Edition 
of 


Fire Insurance Inspection and Underwriting | 


by 








Underwriters, well known in the business 


Charles C. Dominge and Walter O. Lincoln | 


This book which is one of the standard books of the insurance 
world has been enlarged to 1150 pages and contains numerous 
new illustrations. 


The insurance fraternity has always welcomed each new edition li 
of this valuable book because it contains such a vast amount of 
new and pertinent matter, relating to fire insurance. 

The subject matter is written in a brief, concise form, readily 
understandable. 


The authors are practical underwriters, Engineers and Lec- 
turers, and are recognised authorities. 


This is the only Extensive Fire Insurance Hand Book arranged lI 
in encyclopedic Form and Valuable alike to the Student as well 
as the experienced executive. 








AN AID TO SUCCESSFUL UNDERWRITING 
ORDER NOW 


Preference will be given as orders are received 


Price regular edition, $6.50 
De Luxe Edition, $10.00 


THE SPECTATOR COMPANY 


Publishers 
CHICAGO NEW YORK 
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Blue Goose to Hold Grand Nest 
Meeting in September 





Harris, Grand Gander, Outlines Pro- 
gram for San Francisco 
Convention 
J. Charles Harris, Most Loyal Grand Gander 
of the Blue Goose, has announced an outline 
of the program for the Grand Nest meeting 
to be held in San Francisco September 24, 25 

and 26. 

According to the program resulting from the 
activities of the various arrangement commit- 
tees, the first day, Tuesday, September 24, will 
be devoted to registration and golf for those 
who wish to play. The afternoon and evening 
entertainment will be given over to a boat trip 
around San Francisco bay, commencing at 1:30. 
During this sightseeing trip an exhibition will 
be given by San Francisco fireboats. The visit- 
ors will be landed at Sausalito about 4 p.m. for 
a trip to Mt. Tamalpais, where a dinner-dance 
will be held. 


Wednesday, September 25, the business meet- 
ing will convene at 9 a.m. at the Fairmont 
Hotel. 

An innovation which promises to be popular 
is scheduled for Wednesday evening when man- 
agers and officials of the companies will enter- 
tain their own special agents and all visiting 
field men of the companies represented by the 
various managers in this territory. 

Thursday, September 26, will be occupied 
with a trip around San Francisco, touching the 
various points of interest, followed by a trip 
down the peninsula over the Skyline Boule- 
vard, with luncheon served at Casino Lodge, 
Emerald Lakes. The return trip will be made 
by way of the bay bridges, giving the visitors 
a chance to see Oakland, Berkeley, and other 
east bay cities. 

The annual banquet will be held at the Fair- 
mont Hotel at 7:30 Thursday evening, and for 
the first time in the history of the organiza- 
tion wives, daughters and sweethearts of mem- 
bers will attend. 


To Inspect All Missouri State 
Owned Property 

The Missouri State Fire Prevention Asso- 
ciation plans to investigate the fire hazards of 
all buildings of the various State institutions in 
connection with the survey of the State proper- 
ties being made by the State Survey Commis- 
sion appointed by Governor Caulfield. State 
penal, elementary and educational properties will 
be included in the inspection. 

W. B. Howell, Jr., chairman of the Fire 
Prevention Committee of the Chamber of Com- 
merce at Columbia for the iriclusion of fire haz- 
ards in the check to be made by the State Sur- 
vey Commission. Shortly after Governor Caul- 
field had appointed the commission Newell com- 
municated with Allen McReynolds, a mem- 
ber of the commission, saying he could arrange 
to have the Missouri State Fire Prevention As- 
sociation inspect the fire hazards at the State 
University if the committee so desired. 
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Tallamy Gives Analysis of 
Single Story Taxpayer 


Ideal Type One Constructed of 
Highest Quality Materials 
and Workmanship 


Must Consider Moral Hazards 


Should Pay Very Close Attention to 
Competition, Business Ability and 
Experience of Tenants 











Of interest to real estate men and builders 
is an analysis of the onestory “taxpayer” from 
the standpoint of fire insurance rating, which 
has just been made public by J. W. Tallamy, 
chief inspector of the New York city depart- 
ment of the Continental Insurance Company 
and affiliated fire insurance companies. 

“Structurally,” says Mr. Tallamy, in part, 
“the ideal taxpayer is one built of good quality 
of materials and workmanship and one in 
which the fire area is broken by at least eight- 
inch brick walls, or their equivalent, piercing 
floors and roofs every fifty feet or thereabouts. 
fire damage is less likely to be severe. 

“Piercing the concealed roof space in tax- 
payers with fire stops is most important be- 
cause when a fire once gets a good start in 
concealed spaces, it is not readily located, or 
accessible to, by fire fighters; and the ultimate 
fire damage is more than likely to be severe. 

“The partitions separating the various ten- 
ancies in the ideal taxpayer should be composed 
either of four-inch gypsum or terra cotta 
blocks covered with at least one-half inch good 
cement mortar on both sides. The value of 
partition material depends as much upon its 
strength to resist heat pressure as upon its 
ability to resist fire. The cement mortar sur- 
facing material acts as a bond tying the parti- 
tion blocks together in one solid mass capable 
of resisting considerable pressure. It is as 
essential to the strength and stability of the 
partition as the cement mortar on which the 
blocks are laid. 

“Partitions formed of one-inch rich cement 
mortar on expanded metal also have good fire- 
resisting qualities but then there is of necessity 
a concealed space usually containing wood studs 
on which the expanded metal is nailed, and 
this makes probable communciation with the 
concealed floor and roof spaces. 

“The ideal taxpayer has ceilings of a good 
grade of metal or of one-inch rich cement 
mortar on expanded metal, both of which, when 
properly installed, will usually resist heat and 
flames sufficiently to prevent serious spread of 
fire until the fire department gets into action.” 

There must also be considered in connection 
with “taxpayers” the nearness of fire alarm 
indicating facilities, fire hydrants and fire sta- 
tions; whether structures are occupied day 
and night, and whether there is danger of 
“exposure,” which means ignition from some 
neighboring property. Heating and lighting 
equipment must also be noted and passed upon. 
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Columbian National Fire to 
Be Sold 


Purchaser Not Definitely Known 
However Monarch Fire and 
Marine Named 

Lansinc, Micu., Aug. 26.—Sufficient stock 
has been pledged by shareholders of the Colum- 
bian National of Lansing to assure consumma- 
tion of the deal contemplated whereby Cleve- 
land interests will purchase the company. Over 
18,000 shares have been turned in at the of- 
fices here of the Central Trust company which 
is acting for the Cleveland parties, whose iden- 
tity has not been definitely disclosed. 

E. T. Lyons, secretary-manager of the Co- 
lumbian National, has expressed confidence that 
the deal will go through as scheduled. Only 
formalities of checking over the stock for veri- 
fication by representatives of the purchasers re- 
main, he said, as the Columbian National stock- 
holders have signified their willingness to ac- 
cept the offer. 

While Mr. Lyons has been unwilling to dis- 
close the name of the projected purchaser of 
his company, it is generally known in insurance 
circles here that the Monarch Fire and Marine, 
promoted by Otis & Co., powerful Cleveland 
financial house, is the new carrier which made 
the attractive offer for the stock of the Colum- 
bian National and which will obtain from the 
Lansing company an agency plan extending into 
thirty-three States. 





Hanover Fire Stock Oversubscribed 
by Agents 

When the Hanover Fire Insurance Company, 

New York, decided to increase its capital from 

$3,000,000 to $4,000,000, this spring, they offered 

as an inducement to present stockholders to 

forego their rights to purchase all the new stock 


- a stock dividend of $300,000 was declared, leav- 


ing 70,000 shares of $10 par to be sold. Of 
this 70,000 shares, 40,000 were offered to agents 
of the company at $60 per share the remaining 
30,000 being offered to stockholders at the same 
price. 

On the basis of its July 1 statement, when the 
$4,200,000 new capital is paid in the company 
will have $4,000,000 capital and surplus of 
$15,541,380 net while the assets will reach the 
total of $25,758,930. 








The “moral hazard,” or danger of incen- 
diarism, is another matter that is often of im- 
portance, and on this point Mr. Tallamy com- 
ments as follows: 

“The fire underwriting merits of taxpayers 
structurally ideal, or otherwise, depends to a 
large extent upon the class of tenants and 
the nature of occupancies and hazards. Where 
the occupancies are chiefly retail stores, close 
attention should be given to moral features 
such as local demand for the merchandise 
handled, competition, business ability and ex- 
perience of tenants and the outlook for the 
future.” 
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SUCCESSFUL ANSWERS TO 
C. L. U. DEGREE QUESTIONS 


The Question and Answer Series of the Chartered Life 
Underwriters’ Examination published in five installments in 
THE INSURANCE FIELD, aroused such intense interest 
throughout the country that in response to the many re- 
quests from our subscribers, we have reprinted it in book- 
let form. 


32 pages, 6” x 9”, crammed with absorbing fundamentals 
of the life insurance business, including Life Insurance 
Salesmanship, Commercial and Insurance Law, Finance 
and General Educational features. 


This series does not purport to show perfect answers to 
each question, nor to indicate that the answers presented 
were the best that appeared on any paper, but rather to give 
representative answers. Many of the questions and prob- 
lems involved the use of jidgment on the part of the can- 
didate. Accordingly, no hard and fast solution could be 
expected. Credit was given for the reasonableness of a 
candidate’s answer and the intelligence with which he ap- 
plied his knowledge. 


Single copy $1.00, postpaid 


Discount on quantity orders 


Send Your Order to 


THE INSURANCE FIELD CO. 
P. O. Box 617 Louisville, Ky. 
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land, whose long list of publications on fire, life, marine and other 
branches of insurance embrace the most valuable and standard trea- 
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THE 
BUSINESS BUILDER 
SERVICE 


A series of 


INFORMING WORKS OF VALUE 
TO AGENTS AND PROSPECTS 


By William T, Nash 


Originator of Monthly Income Insurance 


Much valuable advice and instructive matter for agents, 
including the veteran and the beginner, can be found in the 
publications issued by The Spectator Company of which Wil- 
liam T. Nash is the author. 
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ONE YOUNG MAN’S EXPERIENCE WITH LIFE INSURANCE. .10 


PARTNERS AND LIFE INSURANCE. .........ccccccccccccccccces 10 

REAL REASONS FOR LIFE INSURANCE.............scecccccees 10 

SENSE OF SELF-PRESERVATION, THE........csccccccccccccecs 10 

WHAT LIFE INSURANCE MEANS IN DAILY LIFE............- 10 

WIFE’S INSURANCE, THE..........cccccccccccccccccccscccseecs 10 
LEAFLETS FOR INSTRUCTION OF THE AGENT 

GREAT Fis bin. 6 winlsiainisa'sic)ds.nlsle wiv wisidiwie'sc ue sielsieicicieeeicntsesie 

CHARLIE FERRELL’S DEAD BOOK 

METHODS THAT WIN SUCCESS........ ia 

SERVICE AND ITS REWARD ........ccccccccccccces 

SECIS OF FED OC IG oa 6.6.04 t:'5.0'0 6010's oe ceieeiceieasiccees 





WHEN SUCCESS IS A PAILURA. .o0.cc.cccccccsccccccccsccesecces 
LEAFLETS FOR MONTHLY INCOME PROSPECTS 


INSURING YOUR INSURANCE. .......ccccccccccccccccccccccoes 10 
JOHN APPLEGATE’S INSURANCE. ........cccccccccccccccccece 10 
TAT OR Ee Wg OR ig oa 5 oes elon. e vinnie oie 650s 9 ote Saleen esis Sect as sels 10 
ONE WOMAN’S EXPERIENCE WITH A MONTHLY INCOME.. .15 
OUT OF Tis MOUTHS OF BABS 66 scccccceadicctsetienessdseceiee 10 
SATISFACTION OF KNOWING, THE......cccccecscccccccssccces 10 
SAVING WHAT YOU LEAVE... .....s.ccscccccccsccccccccccscces 10 
CONSERVATION LEAFLETS TO REDUCE LAPSATION 
AT ERT I OP PE OO a oes nh aicidinenscsedvatucicnceviovsecoes 10 
DON’T THROW AWAD Diite TAP ISBOA TS ooo os o's ice cs ce cwciwineaie 10 
GET ACQUAINTED WITH YOUR LIFE INSURANCE............ 10 
GIVING VOURSELE B CHANGE... ..0i50 ccccisccese'els siscicsesceisee 10 
FRG ICES Ae I oo 5 6 oi5i0.s oo cciniscbineseinisinjeie we «'6:0.6sei 10 
SOME OI Or TE oioiele o oin's 55s 0 u's b:0. nine. cele ge bwicis v s\w'ewciev'ccisies 10 
A WIDOW’'S AWAKENING... .....ccccccccccccccccccccvcccccccees 10 
WHY WE DON’T LIVE FOREVER ......ccccccccccscccccccccccecs 10 
CONSERVATION LEAFLETS TO REDUCE LOANS 
BORROWING FROM MARY. ........ccccccccsccesccvcccccescees 10 
BORROWING ON YOUR LIFE INSURANCE..........cceeceecees 10 
HAVE YOU A LOAN ON YOUR LIFE INSURANCE?.............. 10 
LEAFLETS ON ACCIDENT AND HEALTH INSURANCE 
DRI ooo cc s.cin nes siebinie s sicin cise Sees (eee peep hoes s.cmeleee 10 
SOMETHING IS ALWAYS HAPPENING. .....ccccccccccccccccces 10 
TISPAP TING PAE « ciocc nc ov eiccsocc dsc danse bdegwesesncisdcocicévie se 25 


Sample copies of all the Nash leaflets, varying in price from ten to twenty- 
five cents each, amount to $5.55. Send us $45 and we will mail you sample 
copies of all 48 of the Nash leaflets conveniently packed in a carrying case 
for easy reference. Ask for circulars giving prices in quantities. We wil 
also mail you on application a 32 page descriptive pamphlet entitled The 
Business Builder’s Service. 


THE SPECTATOR COMPANY 


INSURANCE EXCHANGE 243 WEST 39TH STREET 
CHICAGO NEW YORK 
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Complete Program Ready 
for Detroit 


Convention Will Open With 
the Executive Committee 
Session Monday, Sept. 9 








Unusual Entertainment Feature 





President R. D. De Van Will Be 
Toastmaster at the Annual 
Get-together Dinner 





The thirty-fourth annual convention of the 
National Association of Insurance Agents to 
be held at the Book-Cadillac Hotel, Detroit, 
Michigan, for five days beginning September 
19 will open Monday morning with a meeting 
of the National Executive Committee in the 
ball room of the hotel. The session will con- 
tinue throughout the day. A complete program 
of the convention follows: 

Tuesday, September 10, 10:00 A. M.—Meet- 
ing of State officers with National Executive 
Committee continuing through luncheon and 
until 3 P. M.; report of finance committee, 
W. B. Calhoun, Milwaukee, Wis., chairman. 
1 P. M.—Luncheon conference State asso- 
ciation officers. 1:30 P. M.—Annual meeting, 
Michigan Association of Insurance Agents, 
Fred L. Winter, Muskegon, president. 3 P. M. 
—Meeting National Executive Committee. 


Annual get-to-gether dinner, grand ball room, 
President R. P. DeVan, Charleston, W. Va., 
presiding. 6:30 P. M. Overture by orchestra. 
Greetings from Michigan, Hon. Fred W. Green, 
Governor. Greetings from the National Asso- 
ciation of Casualty and Surety Agents, W. G. 
Wilson, Cleveland, Ohio, president. Greetings 
from the Canadian Agents, Cecil Bethune, 
Ottawa, president Ontario Fire and Casualty 
Insurance Agents Association. Greetings from 
Detroit Association of Insurance Agents, 
William A. Doyle, president. Greetings from 
Michigan Association of Insurance Agents, 
Fred L. Winter, Muskegon, president. 9:00 
P. M.—Music and entertainment. 


First Convention Session 

Wednesday forenoon, September 11.—Invo- 
cation, Dr. Merton S. Rice, Metropolitan 
Methodist’s Church, Detroit. President’s annual 
address, and the report of the administration, 
R. P. DeVan. The Trade Association and 
Business Development, Clyde B. Smith, 
Lansing, Mich., chairman, National Executive 
Committee. Address: Hon. Howard Dunham, 
Connecticut, president, National Convention of 
Insurance Commissioners. Address: Public Re- 
lations, Frank D. Layton, Hartford, president, 
National Fire Insurance Company. Disctssion: 
Use and Occupancy Insurance, Lawrence E. 
Falls, vice-president, American Insurance Com- 
pany. Discussion: The Value of an Accident 
and Health Department to an Office, Albert 
Dodge, president, New York State Association. 
General open discussion. 


12:45 P. M.—Group luncheon conference on 
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Agency Management and Business Development., 
Group 1—For agents producing up to one 
hundred thousand dollars annual premiums, J. 
A. Giberson, Alton, Ill., chairman. Group 2.— 
Agents producing one to three hundred thousand 
dollars annual premiums, Fred J. Lewis, Mil- 
waukee, Wis., chairman. Group 3.—Agents 
producing over three hundred thousand dollars 
annual premiums, W. Eugene Harrington, At- 
lanta, Ga., chairman. 

Wednesday afternoon, September 11.—Report 
of Fire Prevention and Conservation Com- 
mittee, Joseph W. Stickney, Indianapolis, Ind., 
chairman. Report of Committee on Public 
Relations and Education, Earl E. Fisk, Green 
Bay, Wis., chairman. Commissions versus 
Limitations, George D. Markham, St. Louis, 
past persident National Association. Address: 
The American Agency System—Its Possibili- 
ties and Probabilities from a Casualty In- 
surance Viewpoint, A. Duncan Reid, Newark, 
president, Globe Indemnity Company, president, 
Association of Casualty and Surety Executives. 
Address: Trends and Policies in Modern 
Business, Floyd Allen, assistant to the president 
General Motors. Discussions:The Financial 
Trend and the Local Agent, Mergers as applied 
to Local Agencies, Interstate Underwriters 
Board. Co-operation with the State Depart- 
ment of Insurance, Hon. C. D. Livingston, 
Commissioner of Insurance, Lansing, Mich. 
Association of Fire Insurance General Agents, 
Herbert Cobb Stebbins, president, Denver, Colo. 
Discussion: Commission, Rating and Classifi- 
cation changes General Open Discussion. 

Wednesday evening, September 11.—Consid- 
eration of Constitutional Amendments estab- 
lishing local boards as the units of National 
Association representations in conventions. 
Informal discussion of current problems by the 
members. 

Thursday forenoon, September 12.—Report 
of Casualty and Surety Committee, E. J. Cole, 
Fall River, Mass., chairman. Report of mem- 
bership Committee, E. M. Sparlin, Rochester, 
N. Y., chairman. The Association’s Finance 
Plan for Installment Payment of Premiums, J. 
W. Rose, past president, New York State 
Association, member National Executive Com- 
mittee. Discussion: Aviation Insurance, Major 
Reed M. Chambers, vice-president, U. S. Avia- 
tion Underwriters. Discussions: Compulsory 





SUSSEX GROUP SOLD 


The Ajax Fire organized in 1927; 
with capital of $200,000 and assets on 
Dec. 31 last of $629,313, the Essex 
Fire organized in 1927 with capital of 
$245,825 and assets of $710,808, the 
Sussex Fire organized in 1928 with 
capital of $500,000 and assets of $2,- 
036,735 and the Essex Fidelity and 
Plate Glass organized in 1928 with a 
capital of $123,620 and assets of $259,- 
836, all members of the Sussex Group 
and located in Newark, have been sold 
to one of the larger insurance fleets. 











Virginia Rates 





Temporary Schedules Extended from 
August 29 to October 31 

The Virginia State Corporation Commission 
has issued an order directing that the schedule 
of rates heretofore filed for temporary applica- 
tion in the case of the commonwealth of Vir- 
ginia at the relation of the corporation com- 
mission against the AZtna Casualty and Surety 
Company and others, and which schedule would 
expire as of August 29, should be approved for 
further temporary application in this State from 
August 29 midnight to midnight of October 
31, 1929. 

This extension of time, the order recites, is 
without prejudice in the proceedings now pend- 
ing before the commission for the prescribing 
of rates to be charged in Virginia by the de- 
fendant companies, and by all other companies 
engaged in the business of writing the same kind 
of insurance. 

A similar order, as to extension of time, was 
also entered in reference to the rates to be 
charged temporarily in this State for work- 
men’s compensation insurance by companies 
writing that kind of business. 

The corporation commission also approved 
for temporary application until midnight of 
October 31 the schedule of rates against risk 
for loss by fire which it had heretofore approved 
and which approval was by its terms to expire 
August 29, and granted an application that had 
been made for approval of modifications for 
temporary application. 

The modifications in question consist of a new 
schedule for rating traction car houses, and 
yards, and their rolling stock, and refer also 
to the inherent explosions clause, and to rates 
generally, applicable for use in connection with 
power plants, it was understood. 

These rates, approved for temporary applica- 
tion, however, until October 31, are so approved 
without prejudice in the pending proceedings be- 
fore the commission involving fire insurance 
rates in this State. 








Automobile Liability Insurance, Merit Rating, 
50-50 Collision Rates. Surety Production: R. 
W. Thompson, Dallas, past president, Texas 
Association. Address: The Insurance Institute 
of America, Edward R. Hardy, secretary. 
Discussions: Production Branch Offices, Mutual 
Competition, Joint and Individual Advertising. 
General Open Discussion. 

Thursday afternoon, 1.00 P. M.—Compli- 
mentary Buffet Luncheon to all registered con- 
vention attendants, courtesy Detroit Association. 
2:00 P. M.—Complimentary sightseeing tour, 
courtesy Detroit Association. 

Thursday evening, 6:30 P. M.—Past Presi- 
dents Annual Dinner, James L. Case, Norwich, 
Conn., presiding. 8:30 P. M.—The Annual 
Association Ball, grand ball room Book-Cadillac 
hotel. 

Friday forenoon, September 13.—Report of 
Legislation Committee, Fred M. Burton, Gal- 
veston, Texas, chairman. Report of Better 
Business Methods Committee, J. Stewart 
Pearce, Tulsa, Okla., chairman. 


Fire Insurance 








American Re-Insurance Co. 


of Pennsylvania 
67 Wall Street New York, N. Y. 


Assets - - : - $6,126,055.17 





Voluntary veneaeitiaai Reserve 500,000.00 
Reserves - - . 3,284,948.46 


RE-INSURANCE ONLY 
CASUALTY LINES 


Competing with no direct-writing Insurance Company 





Qualified before U. S. Treasury and Licensed by Principal States 


Financially Strong Conservatively Managed Liberal Coatracts 
CORRESPONDENCE INVITED 


Capital and Surplus - : 2,341,106.71 | 
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Writing Fire, Windstorm and all Kindred 
Lines—World-wide Facilities 
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THE 


Alamac 


Broadway at 7Ist Street, N. Y. 
Endicott 5000 







A pleasant, modern, home away from home. 
Accessible to every point in the metropolitan area 
by express subway at our door. 







Finest Food and Cuisine 
All Rooms with Tub and Shower 







$3.50 Single—$5.00 Double, Up 
Wire Collect for Reservation 
Direction 
JULIUS KELLER | 


Of Famous Canoe Place Inn 
































CASUALTY SURETY 


GuaRDIANjICASUALTY 
COMPANY 


of BUFFALO, N. Y. 
(A New York State Stock Company) 
Special Automobile Rates 
Insurance Policies provide for Assureds 
participation in profits. Writing all types 
of the following classes of Insurance and 


Bonds. 


ACCIDENT CONTRACT BONDS 
AUTOMOBILE FIDELITY BONDS 
BURGLARY JUDICIAL BONDS 
LIABILITY LICENSE & PERMIT BONDS 
PLATE GLASS PUBLIC OFFICIAL BONDS 


WORKMEN'S COMPENSATION MISCELLANEOUS BONDS 
Surplus to Policyholders $1,700,000 


Agencies Open in the Following States 


MAINE DISTRICT OF COLUMBIA 
NEW HAMPSHIRE NEW YORK 

VERMONT OHIO 

RHODE ISLAND CONNECTICUT 
PENNSYLVANIA MISSISSIPPI 
MASSACHUSETTS LOUISIANA 

DELAWARE ILLINOIS 

MARYLAND VIRGINIA 

NEW JERSEY INDIANA 
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$100,000,000 Alliance Is 
Announced by Joyce 


Is Effected Between Insurance 
Securities Group and _ the 
National Surety Company 


—___—_ 


W. Irving Moss New President 





Spencer Welton, Vice-President of 
New York Indemnity Made an 
Official of Group Firms 





Following meetings of the boards of the 
National Surety Company and the New York 
Indemnity Company late Tuesday, the condi- 
tions of the merger of New York Indemnity 
with Insurance Securities Company, Inc., were 
made public. Appointment of new officials was 
also announced. 

Chairman Joyce announced briefly the terms 
of the sale as follows: 

“The New York Indemnity Company has 
10,000 shares of stock, all owned by the Na- 
tional Surety Company. Insurance Securities 
Company has 800,000 shares of stock par value 
$10.00. The National Surety Company received 
150,000 shares of Insurance Securities stock. 

“The National Surety Company invested a 
total of $5,000,000 in New York Indemnity 
Company since 1922. The company has 1,600 
agents in the United States and Canada, with 
7 branch offices. The company transacts a 
business of about seven million dollars an- 
nually. 


W. Irving Moss New President 

“The alliance between these two interests, it 
is believed, is destined to be one of much im- 
portance in the surety bond and casualty in- 
surance world. The National is the largest 
surety company in the world, and the Insurance 
Securities Company will now own three large 
casualty companies, two fire companies, Detroit 
Life Insurance Company and several other 
valuable constituent companies.” 

W. Irving Moss will be the new president 
of New York Indemnity Company and M. M. 
Moss its senior vice-president. | Spencor 
Welton, who has been president of the New 
York Indemnity Company, will be vice-president 
of the Union Indemnity Company, and North- 
western Casualty and Surety Company, as well 
as vice-president of the New York Indemnity. 
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Mr. W. C. Billings and Mr. B. C. Tickner, 
both former vice-presidents of the New York 
Indemnity Company, also become vice-presi- 
dents of the three constituent companies. 

Chairman Joyce and two members of the 
National Surety board will go on the Insurance 
Securities Company board of directors. The 
resources of both companies exceed $100,000,000 
and the combined premium income will be in 
excess of $45,000,000 per annum. 


Board of Directors 

Directors of the newly constituted board of 
New York Indemnity Company now include: 
Frederick W. Allen, Sumner Ballard, S. Read- 
ing Hertron, Franklin Q. Brown, P. A. S. 
Franklin, E. Roland Harriman, Charles 
Hayden, William B. Joyce, Col. Frank B. 
Keech, John C. McCall, Samuel McRoberts, 
William Newsome, P. A. Rockefeller, Charles 
H. Sabin, Samuel Sloan, and E. A. St. John, 
all of New York; and W. Irving Moss, president 
of Insurance Securities Company, Inc., and 
New York Indemnity Company; Mike M. Moss, 
senior vice-president of Insurance Securities 
Company, Inc., and New York Indemnity Com- 
pany; R. S. Hecht, president, Hibernia Bank 
and Trust Company; A. D. Geoghegan, presi- 
dent, Wasson Oil and Snowdrift Company; 
Paul H. Saunders, Saunders and Son and Com- 
pany, all of New Orleans. 

The insurance business of the New York 
Indemnity Company will hereafter and as fully 
as possible, be transferred to the headquarters 
of Insurance Securities Company, Union In- 
demnity building, 100 Maiden Lane, New York, 
and to Union Indemnity building, New Orleans, 
where its entire business will be handled by 
the same staff of underwriters, accountants, 
statisticians and counsel as handle the business 
of other companies in the Insurance Securities 
group. 


Economies of Operation 

Important economics will result. It is stated 
that substantial amount of the previous expense 
and cost of handling the business of New 
York Indemnity Company will be eliminated by 
this affiliation. 

The casualty and surety departments of the 
Insurance Securities group through the acquisi- 
tion of the New York Indemnity Company 
become the fifth largest casualty underwriters 
in the United States. 

This additional volume of business plus the 

(Concluded on page 41) 





Amend California Work- 
men’s Compensation Act 


Industrial Accident Commission 
Announces Important Six 
Changes in the Law 


Two Additional Bills Passed 


Commission Gets Authority to Su- 
pervise All Compensation Poli- 
cies and Endorsements Used 








SACRAMENTO, Cauir., August 26—The In- 
dustrial Accident Commission announces that 
the new amendments in the California work- 
men’s compensation insurance and safety act, 
passed by the last State Legislature and effec- 
tive August 14 have made the following im- 
portant changes in the law: 

1. Maximum compensation increases from 
$20.83 a week to $25 a week; this will govern 
both permanent and temporary injuries. 

2. Provides for a second-injury fund. An 
industry will be charged, for example, only for 
one eye lost by a workman, if he had already 
lost the other; life pension will come out of 
second-injury fund in a case like this. 

3. Commission given safety jurisdiction over 
State and its political subdivisions. 

4. Commission given power to suspend or 
disbar attorneys from appearing before it. 

5. Provides 10 per cent additional compen- 
sation to injured man, maximum of $1,000, 
when employers wilfully fail to carry compen- 
sation insurance. 

In addition to these amendments, two new 
bills passed which are effective August 14 pro- 
vide for inspection of steam boilers and of air 
pressure tanks. Another bill gives the com- 
mission authority to supervise forms of com- 
pensation policies and endorsements used by 
all carriers. 


Harold E. Taylor Appointed by 
Bankers Indemnity 

Harold E. Taylor, advertising manager for 
the American Insurance Company of Newark 
and the Columbia Fire Insurance Company of 
Dayton, Ohio, has been given the same title for 
the Bankers Indemnity Insurance Company of 
Newark and the Dixie Fire Insurance Com- 
puany of Greensboro, N. C. All four compa- 
nies are members of the American Group. 


Casualty, Surety, Etc. 
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Prominent Agents and Brokers 
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LEON IRWIN & CO., Inc., New Orleans, Inc. 
Representing 

Fidelity Phenix Fire United States Fire National ~ of 

of New York of New Yor! Hartford 
Automobile of Hart- National Liberty of New Amsterdam 

fe ew York Casualty Co. 
State of Penn. Indemnity Company 
8 t of New 








. of America 
BROKERS’ LINES SOLICITED 








National Union 
Pittsburgh _ 

















Actuarial 














Est 
EDWA 


FACKLER and BREIBY 


Consulting Actuaries 


—s 1865 by David Parks Fackler 
B. FACKLER WILLIAM BREIBY 
































Audits Calculations Consultations 
inations Valuations 
258 CHURCH STREET W YORK 
MILES M. DAWSON & SON 
CONSULTING 
ACTUARIES 
Bar Building, 36 W. 44th St. 


NEW YORK 











Actuarial 


Independent Adjuster 














GEORGE B. BUCK 
ACTUARY 


Specializing in Employee's 
Benefit and Pension Funds 


25 SPRUCE ST. NEW YORK 
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JNO. A. COPELAND 
Consulting Actuary 


Suite 1027, Candler Bldg. 
ATLANTA, GEORGIA 
























ERSTON L. MARSHALL | 
CONSULTING ACTUARY 
919 Hubbell Building 
DES MOINES, IOWA 














T. J. McCOMB 
CONSULTING ACTUARY 


OKLAHOMA CITY, OKLA. 





Colcord Bidg. 








WOODWARD, FONDILLER and RYAN 


CONSULTING ACTUARIES 
INSURANCE ACCOUNTANTS 
Harwood E. Ryan 
Richard Fondiller 
Jonathan G. Sharp 


75 Fulton St. 
New York 
































DONALD F. CAMPBELL 
CONSULTING ACTUARY 


160 No. LA SALLE ST. Telephone State 7298 
CHICAGO 

















JAMES H. WASHBURN, F. A. I. A. 
Consulting Actuary 

LIFE INSURANCE — Ordinary, Intermediate, 

Group, Industrial and Special Classes 
WORKMEN’S COMPENSATION 
Expert Advice on Domestic, Tropical and 
Semi-Tropical Business 
Cable Address: Gertract, New York 
420 LEXINGTON AVE. NEW YORK CITY 




















Room 101 Memorial Bldg., Nashville, Tenn. 




















FRANK M. SPEAKMAN 
Consulting Actuary 


Associates 
Fred E. Swartz, C. P. A. 
W. L. Clayton 


E. P. Higgins 
THE BOURSE PHILADELPHIA 














L. A. GLOVER & co. | 


Consulting Actuaries, Life Insurance 
Accountants, Statisticians 














128 North Wells Street, Chicago 











ADJUSTERS & APPRAISERS 
LIMITED 
Incorporated 1914—Dominion Charter 


Claim Adjusters for Insurance Companies 
UNDER ALL POLICIES 


HEAD OFFICE: 465 St. John St., Montreal 
Telephone Main 3300-2607 
BRANCH;OFFICE: 11 Mountain Hill, Quebec City 

















NEW EDITION 


THE COST 
OF DYING 


By WILLIAM T. NASH 


Including the Federal Estate Tax 
Law of 1926 


This well-known leaflet has been the 
means of closing many ‘“‘hopeless” cases 
for large amounts. Agents attest its 
usefulness. It helps sell big policies. 


THE COST OF DYING 


proves the need for life insurance to 
protect the estates of those of moderate 
means, as well as men of wealth. 


A difficult prospect, after reading 
THE COST OF DYING 


said: ‘No agent on earth could sell me life insur- 
ance, but I am going to buy a policy just the 
same”; and he signed up for $75,000. 
USE [T AND PROSPER! 
PRICES: 
Das COR os onc 5 conse co celebs oaks e 3 .28 
RE ee ee eee 8.50 
Ot 9S we eeeccaunawacsvesuaiswsane 15.00 
MP Ee cctavigiblednue dae smeaiev esau 60.00 
MMS, Sr. ois aiatnatarsecews cncesinane(uce ec 100.00 
EE. O° ca danweaba eee aRsweeaset 400.00 
MES” =| (a asa @iaheras ohm alpceie sie sieiaiete waco 750.00 


Orders tor single copies must be prepaid. 


Please remit by money order or bank draft 
ow New York, to avctd exchange charges. 


THE SPECTATOR COMPANY 


CHICAGO W YORK 
































SIDNEY H. PIPE, 
Fellow, Actuarial Society of America, 
Fellow, American Institute of Actuaries, 
aaa”, British Imstitute of Actuaries. 


MAJOR E. S. ALLEN, D. S. O., 
Associate, yf Pte Society of America. ' 


PIPE & ALLEN 


Consulting Actuaries 
1711-1712 Metropolitan Blidg., Toronto, Ont. 



































HAIGHT, DAVIS & HAIGHT, a 


Consulting Actuaries 
FRANK J. HAIGHT, President 
INDIANAPOLIS 


Omaha Kansas City 











R. M. MESSICK 
Consulting Actuary and Adjuster 


Flatiron Building 
DENVER, COLORADO 


























| SAMUEL BARNETT 











CONSULTING ACTUARY Catal 
404 R. A. Long Bldg. weet 
| INSURANCE LAWYER gig i senna THE SPECTATOR CO. 
| 1131 Candler Bldg. ATLANTA, GA. Kansas City, Mo. CHICAGO NEW YORK 








ALEXANDER C. GOOD 


Consulting Actuary 


























PUBLICATIONS 
OF 
C. & E. LAYTON 


The undersigned are sole 
agents in the United States for 
the old established publishing 
house of Charles & Edwin Layton 
of London, England, whose long 
list of publications on fire, life, 
marine and other branches of in- 
surance embrace the most valu- 
able and standard treatises on 
these subjects. 


Send Ten Cent Stamp for 
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Liberal Juries and Auto Accidents 


Average Man Does Not Give Sufficient Thought to 
Limits Necessary to be Carried on His 
Auto Liability Insurance 


Unless brought forcibly to his attention, the 
average man does not give sufficient thought to 
the limits necessary to be carried on his auto- 
mobile liability insurance, according to A. B. 
Nickerson, manager of the automobile depart- 
ment of the Maryland Casualty Company. 

“Tn the old days $5,000 and $10,000 may have 
given adequate protection to a great many 
assureds, but in these days of liberal juries, such 
limits are totally inadequate,’ he declared. 

“Years ago when money and property valua- 
tion were considerably under that which they 
are now and before juries actually gave money 
away, the standard limits may have been con- 
sidered adequate. All that is changed now and 
whereas an injury may have been compensated 
for on a nominal basis years ago, that self-same 
injury under similar circumstances today is 
worth three, four and five times as much, and 
the daily papers are replete with items 
of nothing short of ‘terrific judgments.’ 

“These high verdicts are not fantastical; 
they are actual realities. We have just recently 
had one case in Pennsylvania which cost us 
$9,500 to settle. This was apparently an in- 
significant injury at the beginning, but as time 
went on the injury became more serious until 
the jury decided it was worth this amount. 
Another one in the State of Washnigton cost 
us $10,000 and still another in the State of 
California cost us $15,000 and another of a 
similar amount in the State of Florida. We 
have one New Jersey case on record where 
the injured is suing for $50,000 and will not 
settle for one penny less. The company’s limit 
on the insurance carried is $10,000 and from 
present indications this injured will get judg- 
ment for $50,000, necessitating our assured to 
incur considerable expense, in view of the large 
amount involved, over and above his insurance. 

“Few realize that when an accident occurs 
involving injuries estimated to exceed the 
amount of insurance that the assured will feel 
it advisable to employ attorneys on his own 
behalf to protect his interests. The small 
additional premium involved as compared with 
the attorneys’ fees in such matters is well worth 
the serious consideration of every assured. 

“Sometimes the argument is advanced by an 
assured that he is judgment proof and therefore 
does not need higher limits. Even if he were 
judgment proof it is every man’s ambition to 
have an estate at some time during his life, 
but with a judgment hanging over him that 
is unpaid, he can never acquire an estate until 
that judgment is paid off. So the need for 
limits to properly protect the individual’s 
financial worth is real, and upon reflection will 
be apparent. 

“It is the duty of every automobile owner 
not only to insure his car, but to insure for 
adequate limits that will protect his financial 
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worth no matter what his standing and status 
in this life may be. It likewise follows that the 
thorough agent, who properly protects his 
client’s interests, should draw this matter to the 
attention of every policy holder of his and 
forcibly bring to his attention the absolute 
necessity these days of carrying adequate in- 
surance.” 


Independence Companies Alter 
Aviation Commissions 





Philadelphia Underwriters Increase 
Agents’ Scale; Became Effective 
on August 21 

The Independence Companies of Philadelphia 
have announced the following scale of com- 
missions to be paid agents of the two com- 
panies for new and renewal aviation business, 
President Charles H. Holland announced re- 
cently. The new scale is effective on all busi- 
ness written on and after August 21. The 
classes and scale of commissions for each are: 
fire, crash windstorm, theft and other coverages 
written by the Independence Firé, 20 per cent; 
liability, passenger liability, property damage, 
personal accident and other coverages with the 
exception of workmen’s compensation written 
by the Independence Indemnity, 25 per cent; 
workmen’s compensation, 17% per cent. 
Brokerage will be 714 per cent lower than the 
above rates. 

Speaking of the increase Mr. Holland de- 
clared: 

“We have felt for some time past that, com- 
pared with other classes of insurance, the com- 
mission paid on aviation insurance is inadequate, 
and too low to properly compensate agents and 
brokers who devote time to its study and cul- 
tivation. Until now we have been unable to 
remedy this situation, owing to the heavy bur- 
den of expense that has been involved in our 
past method of having this class of business 
underwritten and handled. Now that we have 
taken steps to terminate that method, and to 
substitute our own staff of trained and qualified 
underwriters, we believe that the producers of 
the business should share in the economies 
thereby effected; and, rather than postpone 
the date of the increase in commissions until 
September 30, when the change in our under- 
writing practice becomes effective, we have de- 
cided to make the change in commissions 
operative as from today (August 21).” 


Insures Crop Against Hail 
A record-breaking policy covering crop 
damage by hail to the extent of $201,590, has 
been written for the Continental Insurance 
Company, of New York, by its local agent at 
Wolfe Point, Montana, A. T. Listug. 
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State Head Sanctions Rise 
In New Auto Premiums 


Reckless Drivers and Violators 
of Traffic Laws Hard Hit 
by These New Rates 


Tax Is Increased 10 Per Cent 


Insurance to Show Evidence of Auto 
Owners Financial Responsibility 
Is a Poor Risk 

State Superintendent of Insurance Albert 
Conway has approved of an increase in insur- 
ance premiums to be levied against automobile 
owners and operators who commit serious vio- 
lations of traffic laws. Under the Financial 
Responsibility Act which goes itno effect on 
September 1, 1929, auto owners who commit 
one of the following violations will be required 
to show evidence of financial responsibility for 
future accidents. 

1. Reckless driving where injury to person 
or property results. 2. Speeding which results 
in personal or property damage. 3. Driving 
without an operator’s license. 4. Driving while 
intoxicated. 5. Leaving the scene of an acci- 
dent without stopping. 

As insurance is perhaps the easiest way of 
furnishing such efdence and as such applicants 
are unquestionably not the most desirable risks 
for insurance companies, the companies have 
requested permission to charge an advance in 
premiums for such applicants. Mr. Conway 
has permitted the insurance underwriters to 
charge such persons a premium of 10 per cent 
higher than the customary rate. 

The State head has also approved two new 
forms of coverage. One is an operator’s pol- 
icy covering the assured’s liability for the op- 
eration of any car where he does not own one. 
This policy is unrestricted as to type of vehicle. 
The other form is additional coverage for the- 
assured’s operation of any car even though he 
may own one. This is also unrestricted as to. 
type of vehicle. 





Commonwealth Casualty Company 
Executes $1,000,000 Bond 

The Commonwealth Casualty Company of 
Philadelphia, announces that its newly organized 
bonding department has just executed a bond for 
the New York Ship Building Company to 
guarantee construction of Scout Cruiser No. 35, 
contract for which was recently awarded to 
them by the United States Navy Department. 


Consolidated Enters Louisiana 
Rolland H. Rasquin, executive vice-president 
of the Consolidated Indemnity and Insurance 
Company, New York, announces that the com- 
pany has been authorized to write fidelity, 
surety and miscellaneous casualty insurance in 
the State of Louisiana. 








The crops protected are 16,000 acres of wheat, 
3,000 of flax, and about 1,200 acres of other 
grains, including barley, oaks, rye and spelt. 


Casualty, Surety, Etc. 
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Barber & Baldwin Offer Merit 
Trophy for Flying Skill 


Pioneers in Aviation Underwriting to 
Present Award for Performance 
in Clevland Show 

To encourage safe and sane aviation, the 
1929 Merit Trophy, offered by Barber & Bald- 
win, Inc., pioneer aviation underwriters, will 
be awarded at the National Air Races and 
Aeronautical Show being held in Cleveland, 
Ohio, between August 24 and September 2. 
The trophy has been accepted by the governing 
committee and will be awarded at the termina- 
tion of the races. 

The unique conditions under which the 
award will be made, as set forth in a statement 
by Barber & Baldwin, follow: 

“To encourage efficient flying under everyday 
practical conditions, we will present the 1929 
Merit Trophy to the pilot participating in the 
National Air Races at Cleveland, O., who in 
the opinion of the committee of judges accom- 
plishes the most meritorious performance. 
Thus neither the pilot whose performance is the 
result of excessive or unreasonable risk nor 
the flyer whose accomplishment is achieved 
under conditions of unreasonable excessive 
caution, is eligible for the award.. Our object 
is to encourage highly accomplished flying 
within reasonable limits of risk.” 





‘Century Indemnity Appoints Jay J. 
Reynolds Superintendent 

Hartrorp, Conn., August 27.—The Century 
Indemnity Company of this city today an- 
nounced the appointment of Jay J. Reynolds as 
superintendent of the bonding department of 
the Chicago branch office. 

The experience of Mr. Reynolds in insurance 
bonding covers more than 16 years, nearly all 
.of which have been spent in Chicago. For 10 
years he was connected with the American 
Surety Company as assistant manager of their 
Chicago office, followed by four years with 
the Columbia Casualty Company as superin- 
tendent of the bonding department. He then 
went with the Northwestern Casualty and 
Surety Company in charge of their home office 
bonding department, and just previous to join- 
ing the Century he spent a year with the New 
York Indemnity Company as superintendent of 
the Chicago bonding department. 

Mr. Reynolds was born in Rochelle, Ill., and 
was graduated from the University of Illinois. 
His appointment by the Century becomes 
effective September 1. 


PHILADELPHIA, August 20.—The first prose- 
cution under the workmen’s compensation act 
since the law went into effect in 1915 was made 
last Friday when the State Department of La- 
bor charged George Henry, publisher of a small 
newspaper here, with having failed to take out 
workmen’s compensation insurance and having 
neglected to report a accident within thirty days 
after its occurrence. 
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James M. Haines Is Appointed 
London Guarantee Head 





Has Been Connected with Company 
for Twenty-two Years; Will 
Succeed Late C. M. Berger 
James Murray Haines on August 21 was 
appointed United States manager of the Lon- 
don Guarantee and Accident Company, Lid., 
when the board of directors met in London. 
He will succeed the late C. M. Berger whose 

death occurred only recently. 














James M. Haines 


Mr. Haines has been associated with the 
London company for approximately 22 years, 
having begun his service as a clerk in the 
statistical department in 1907. Not long after- 
wards he was promoted to the liability under- 
writing department and went from that position 
to the office of superintendent of agencies. In 
1923 he was appointed assistant manager of the 
United States branch. 

Having served on many important com- 
mittees of the National Bureau of Casualty 
and Surety Underwriters, Mr. Haines is well 
known in insurance circles. At the present 
time he is chairman of the national agency 
committee of the Conference on Acquisition 
and Field Supervision on Cost and is a member 
of the organization committee and of the exe- 
cutive committee of the National Bureau. Mr. 
Haines is the fifth to hold the office since the 
company entered the United States in 1892. 
With one exception, all of the five managers 
received their training in the United States. 


American Surety Dividend 


At a regular meeting of the board of trustees 
of the American Surety Company a quarterly 
dividend of 6 per cent ($1.50) for the quarter 
enditig September 30 was declared, payabie 
September 30 to stockholders of record 
September 14. 





Receive Contract to Cover 
State Owned Autos 


Three California Underwriters Get 
Award of Master Policy Insuring 
Cars Under New Law 

SACRAMENTO, Catir., August 26—H. J. 
Thielen of Robertson and Govan Company, this 
city, Donald Campbell of Mason-McDuffie, 
Berkeley, and Roy J. Neilsen have received 
the contract to cover State-owned motor 
vehicles for property damage and _ public 
liability under the new California State laws. 
They will also cover, under a master policy, 
all State employees who use private machines 
for State business. 





Tallman, Hopener and Hughes, local agents 
of Oakland, have been awarded the contract 
to write public liability and property damage 
insurance on the motor vehicles of the city of 
Alameda. The contract was given with the 
understanding that 60 per cent of the business 
be distributed among all legitimate agents in 
Alameda. The lowest bid for the coverage 
was disqualified as not being up to specifica- 
tions. 


United States Fidelity and Guarantee 
Augments Staff 

BALTIMORE, August 27.—The agency and de- 
velopment department of the United States 
Fidelity and Guaranty Company has been aug- 
mented by the addition of five field assistants, 
as follows: 

Howard C. Helland, burglary, formerly field 
supervisor at the Atlanta office of the company. 

E. C. Jolliffe, liability, formerly assistant to 
the manager at the Richmond office. 

Mosby Montague, automobiles, formerly con- 
nected with the automobile department of the 
home office. 

Francis G. Urner, banks, a new member of 
the staff. 


Charles L. Vaile, fiidelity, transferred from 
the Indianapolis office of the company. 

These field agents will center their efforts 
east of the Rocky Mountains. Other changes 
and promotions announced by the company are: 

George A. Kelly, special agent for the St. 
Louis branch office. 

Lawrence D. Willison, formerly connected 
with the J. Glenn Beall agency at Frostburg, 
Md., special agent at Harrisburg, Penna., suc- 
ceeding James D. Bartlett, resigned. 

Frederick J. Scott special agent at the Har- 
risburg brance office, succeeding Edgar T. 
Ginder, resigned. 

Frank C. Gill special agent at the Pittsburgh 
brance office. 





Douglas Evey of the Oakland Association 
of Insurance Agents presided, and the principal 
speakers on the various subjects were Harry 
R. Schroeter, C. C. Emslie, Clark Gillis, P. S. 
W. Ramsden, and Lee Dunham, as well as a 
number of others. 


Casualty, Surety, Etc. 
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New Auto Endorsements 
Are Approved by State 


Broad Covers Are Included in 
Forms Nos. 31 and 32A 
Effective Sept. 1 


Issued at Additional Premium 





Made to Conform With Financial 
Responsibility Act When Policy 
Is to Be Extended 


Endorsement forms approved by New York 
State Superintendent of Insurance Albert Con- 
way will be issued after September 1, when ad- 
ditional requirements of the financial respon- 
sibility act will make it necessary for them to 
be attached to policy forms when the cover is 
to be extended. 


Known as Policy No. 31 


Any person desiring to be protected for his 
own personal driving of various. automobiles 
other than automobiles owned by him, without 
specifying any automobiles in the policy, may be 
covered for Public Liability, and Property 
Damage for a premium equal to the premium 
for a “Y” private passenger automobile in the 
territory where the operations will be conducted. 

An endorsement to the following effect shall 
be used: 

“Tn consideration of the premium at which 
this policy is written it is understood and agreed 
that this policy, subject to all its limitations and 
conditions, covers loss from the liability im- 
posed by law upon the named assured for dam- 
ages on account of bodily injuries, including 
death resulting at any time therefrom (and also, 
if property damage is covered by this policy, 
for damages on account of damage to property 
of others, as defined and limited in this policy) 
suffered or alleged to have been suffered as the 
result of any accident occurring while named 
assured is driving, or riding in, any automobile, 
except an automobile owned, in full or in part, 
by the named assured or registered in the name 
of the named assured, with the permission of 
any person having the right to grant such per- 
mission. 

CCTARSB is vices (Omnibus Coverage Clause ) 
of the policy is hereby eliminated as respects the 
coverage provided under this endorsement and 
it is agreed, anything in the policy to the con- 
trary notwithstanding, that the policy does not 
cover and shall not be construed to cover the 
liability of any person, firm or corporation 
other than the Named Assured. 

bal Bf fC (The Co-Insurance Clause) 
of the policy is hereby eliminated as respects the 
coverage provided under this endorsement and 
it is understood and agreed that if there exists, 
at the time of the accident, a policy of insur- 
ance taken out by or affected on behalf of any 
one other than the Named Assured and under 
the terms of which policy the Named Assured 
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is entitled to protection and coverage, then this 
endorsement shall operate only as excess in- 
surance over and above the amount of such 
valid and collectible insurance.” 

A policy covering an automobile or automo- 
biles of any type, owned by an assured, may 
be extended to cover his legal liability for per- 
sonal injury and property damage arising out of 
accidents occurring while he is riding in or 
driving any other automobile of any type not 
owned by him for an additional premium of 
25 per cent of the full manual premium for an 
“X” private passenger automobile in the terri- 
tory involved. An endorsement to the fol- 
lowing effect shall be used: (The endorse- 
ment for this policy is materially the same as 
that of No. 31.) 

“CUMS Si 0: <icsscere (Omnibus Coverage Clause) 
of the policy is hereby eliminated as respects 
the coverage provided under this endorsement 
and it is agreed, anything in the policy to the 
contrary notwithstanding, that the policy does 
not cover and shall not be construed to cover 
the laibility of any person, firm or corporation 
other than the Named Assured. 

 CUMMGES 2: cs ators (The Co-Insurance Clause) 
of the policy is hereby eliminated as respects 
the coverage provided under this endorsement 
and it is understood and agreed that if there 
exists, at the time of the accident, a policy of 
insurance taken out by or affected on behalf of 
any one other than the Named Assured and un- 
der the terms of which policy the Names As- 
sured is entitled to protection and coverage, 
then this endorsement shall operate only as ex- 
cess insurance over and above the amount of 
such valid and collectible insurance.” 

Note.—A _ policy covering an automobile 
owned jointly by two or more individuals may 
be extended to provide ‘Drive Other Cars” 
coverage for one or more of the joint owners. 
The above endorsement shall be amended to 

(Concluded on page 41) 








Able and conscientious 
agents whose aim is to build 
a lasting business appreciate 
the customer-satisfying serv- 
ice of the 


MASSACHUSETTS 
BONDING and INSURANCE 
COMPANY 


T. J. FALVEY, President 


SURPLUS TO POLICYHOLDERS 
OVER TEN MILLION DOLLARS 


Fidelity and Surety Bonds 
and Casualty (nsurance 
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Joy Lichtenstein Elected 
Committee Chairman 





Manager of Hartfort Indemnity 
Heads Group of California 
Inspection Body 





Chowen Is Renamed Manager 





Several Constitutional Changes Are 
Made at First Meeting of the 
New Governing Staff 





Joy Lichtenstein, manager of the Hartford 
Accident and Indemnity, was elected chairman 
of the new governing committee of the Cali- 
fornia Inspection Rating Bureau at the special 
meeting held on August 15. Other members 
of the new committee are: Carl G. Brown, 
manager, California Casualty Indemnity Ex- 
change; C. W. Fellows, president, Associated 
Indemnity Corporation; F. J. Creede, State 
Fund; and Barrett N. Coates, insurance depart- 
ment. 

Long term members of the classification and 
rating committee running until January, 1931, 
are: Ocean Accident and Guarantee, and 
Lumbermen’s Mutual Casualty. Short term 
members elected to this committee and holding 
office until the annual meeting in January, 
1930, are: Travelers, California Casualty In- 
demnity Exchange, and Pacific Employers. The 
State Fund and Insurance Department repre- 
sentatives also serve on this committee, of 
which Walter A. Chowen, manager of the 
bureau, acts as chairman. 

At the first meeting of the new governing 
committee, which was held on August 16, Mr. 
Chowen, who has been manager of the bureau 
since its formation 14 years ago, was re- 
appointed, and R. A. Whittaker was reappointed 
secretary. 

A number of constitutional changes were 
made at the meeting on the 15, dealing prin- 
cipally with system of voting, objects of the 
bureau, membership, and delegation of additional 
power and additional duties to the governing 
committee—as detailed in a previous communi- 
cation. Under the old constitution the manager 
was elected annually, while the new constitution 
provides for his appointment and the appoint- 
ment of bureau officers by the governing com- 
mittee. This appointment is not subject to 
review by the bureau and the manager and 
officers serve at the pleasure of the governing 
committee. 


Eureka-Maryland Assurance Has 
Juvenile Policy Feature 

BattimorE, August 27—The Eureka-Mary- 
land Assurance Corporation has just added a 
waiver of premium and disability clause cover- 
ing all juvenile contract policies of the com- 
pany. The waiver provides that if a father 
takes out a policy on the life of a child, and 
the father dies, the policy is paid up, or if 
the father becomes disabled the premiums are 
waived. 


Casualty, Surety, Etc. 
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Gilbert Elliott’ ea” See 240 Arthur Atkins & COGN E sccscccscs ~450 460 Chas. A. Day & Co., Inc,, Boston... 600 

en's insurance Co. - Newark Pacific Fire Providence- Washingt ton 
Arthur Atkins & Co., N. Y.......... 39 40 Clinton Gilbert...........eeeee-2-- 150 160 has. A, Day & , Inc., Boston 970 990 
SPN MMUIET.« 5 ove w'cines0'ssccccses 39 40 Peoples National H. D. Knox & Co., Boston.......... 965 985 
Miliken & Pell, Newari. Se Seis: 3614 40 Clinton Gilbert. .......... ecccecees 38 3814 Rhode Island Ins. Co. 
Gilbert Elliott & Co., N. Y.......... 384 40 Presidential F. & M. RS OEE OE oe ree 37 40 

Franklin Fire (ex ey i mae no igo ware & Co., Chicago...... 58 Chas. A. Day & Co., Boston......... 38 41 
Arthur Atkins & Co., N. Y.......... ovidence Washington 

ao Clinton Gilbert. eccccccsesess 230 240 . ena mp Ce. New York......... 970 990 
lens Falls ublic Fire Ins. Co. 

Arthur Atkins & Se ciivbawaes 64 4 aap od 4 Newark, N. J........ 24 26 ] > ai 
Gilbert Elliott & EC 64 6 Republic Fire, Pittsburgh 
MPU NEE. . occ ccscsenseee ae 69 W. Wallace Lyon & Co............ | 44 S pecializing 
aR om canes RRR 5 SE Ey OI 
in 
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Miscellaneous Insurance 


Your Investments 


need careful consideration at this time. 
the past consolidations in the bank and insurance field, 
together with the possibilities for future mergers in these 
fields make a careful analysis of your investments neces- 
sary. We invite your use of our 


Statistical Dept. 


Our Organization specializes in the buying and selling 
of large blocks of bank, insurance and industrial stocks. 
Inquiries invited. 
G. W. FANNING & CO. 

11 Broadway, New York City 
BANK AND INSURANCE STOCKS 


The effects of 


Whitehall 3601 























STOCKS 


Newark Phone 
Market 0873 








NEWARK 
INSURANCE 


MILLIKEN & PELL 


9 Clinton Street 
NEWARK, N. J. 


N. Y. Phone 
Bowling Green 6489 
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Stock Continued 


Springfield Fire and Marine (new) 
Chas. A. Day & Co., Inc., Boston.... 223 233 


H. D. Knox & Co., Boston.......... 220 231 
United Life and Accident Ins. Co. 

Chas. A. Day & Co., Inc., Boston.... 49 52 

H. D. Knox & Co., Boston.......... 47 49 


HARTFORD STOCKS 
Aetna Casualty and Surety 


Conning & Co., Hartford............ 1975 2025 
Aetna Fire Insurance 

Conning & Co., Hartford............ 775 800 
Aetna Life Ins. Co. 

Conning & Co., Hartford............ 1345 1365 
Automobile Insurance 

Conning & Co., Hartford............ 555 565 
Conn. General Life 

Conning & Co., Hartford............ 2225 2226 
Hartford Fire 

Conning & Co., Hartford............ 1060 1080 
Hartford Steam Boiler 

Conning & Co., Hartford............ 790 810 
Phoenix Insurance 

Conning & Co., Hartford (rights).... 1045 1065 
Travelers Insurance 

Conning & Co., Hartford............ 1825 1850 


Germanic Appointment 

The Germanic Fire Insurance Company has 
announced the appointment of Dwight F. Lewis 
as ‘special agent for Iowa. 

Mr. Lewis is an experienced insurance man, 
having been connected with the Hartford Fire 
for a five year period ending 1927, after which 
time he was State agent for Morrison and 
Company, general agents for various companies, 
with offices in Omaha. 


New York Fire Patrol Rate to Be 

The New York Board of Fire Underwriters 
at its regular monthly meeting voted an assess- 
ment of $1.10 per $100 of premiums in Man- 
hattan and the Bronx for the support of the 
Fire Patrol and 80c per $100 on premiums for 
general expenses. 

At this meeting the following were elected 
to membership: A. W. Taylor, Prentiss B. 
Reed, and Person M. Brink. 


$100,000,000 Alliance Announced 
by Joyce 
(Concluded from page 35) 

very large volume of profitable fidelity, surety 
and burglary business which will flow from 
the National Surety Company to the New York 
Indemnity Company, Union Indemnity Company 
and Northwestern Casualty and Surety Com- 
pany (members of Insurance Securities group) 
will likewise materially influence downward the 
cost of operating the entire group of companies. 

A strong mutuality of interest is created 
between the National Surety Company and the 
Insurance Securities group, as by the terms oi 
the sale National Surety Company becomes the 
largest individual stockholder of Insurance 
Securities stock as a permanent investor. 


Important Announcement Pending 

It is the intention of the management of 
Insurance Securities Company to increase and 
develop the fire insurance field in which its 
two constituent companies, La Salle Fire In- 
surance Company and Bankers and Merchants 
Fire Insurance have already made rapid prog- 
ress. The fire and allied lines will be devel- 
oped to a point comparable with and balancing 
the large volume of casualty and surety business 
presently underwritten by the group. 

Following the policy of the Insurance Securi- 
ties Company management, it is believed that 
there will be important acquisition of already 
established profitable fire insurance associations 
in the near future. 


The Eureka-Maryland Assurance Corporation 
announces the promotion of W. R. Rinehart 
and Paul Anderson to assistant superitnendents 
at the Washington, D. C., agency. 


41 
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Manufacturers Casualty Dividend 

PHILADELPHIA, PENNA., July 22.—The board 
of directors of the Manufacturers Casualty, 
at the monthly meeting held last week, voted 
the regular semi-annual dividend of sixty cents 
a share and also an extra dividend of forty 
cents a share, payable on October 1, 1929, to all 
stockholders of record on September 2, 1929. 
The board also declared a stock dividend of 25 
per cent distributable on October 1 to all stock- 
holders of record on September 2. 


Broad Auto Covers Are 
Approved by Conway 
(Concluded from page 39) 


include the names of the joint owners desiring 
the extra coverage and the additional premium 
for each individual named shall be 25 per cent 
of the full manual premium for an “X” private 
passenger automobile in the territory involved. 

Operators Policy. The premium to be 
charged for an Operators Policy under which a 
certificate is filed with the Commissioner of 
Motor Vehicles for any cause, except failure to 
satisfy a judgment, shall be the full manual 
premium for a ‘Y” private passenger automobile 
increased 10 per cent. This increased premium 
shall be charged for the period during which a 
certificate is on file. 

Owners Policy. Whenever a certificate is 
filed with the Commissioner of Motor Ve- 
hicles under a policy covering an assured’s own 
automobiles for any cause, except failure to sat- 
isfy a judgment, the premium for the highest 
rated automobile owned shall be increased 10 
per cent. This increase of 10 per cent shall be 
charged for the period during which a cer- 
tificate is on file. 





Casualty and Surety For First Six Months 


Name and Location of Company 


American Bonding Company of Baltimore, Baltimore....... 
American Casualty, Reading. ........ccccccccccccsscvecs 
American Credit Indemnity, St. Louis............-.-++++- 
American Reinsurance, New York...........2ce0--seeeees 
Asmesicnss: Surety; TINGS OUR 6 6 bec ia ile decktiedsiccevovese 
Century Teadeattity,: Fatttai .6.occc dc ctcsidcecccc ccuc sees 
Columbia Casualty, New Vork......ccccsccccsccccccccce 
eee COMES, PORES 66 cb coc cociacsdatesedessacceins 
Guarantee Company of North America, Montreal.......... 
Indemnity Insurance Company of North America, Philadelphia.. . } 1929 
Liberty Insurance Company, Dayton.............-.+++++: 
North American Accident, Chicago..............ce0+seeee 
Ocean Accident and Guarantee Corporation, New York..... 
Pacific Hisloverd TOG AMMMER 6 oi. 5.6.05 ccc caisciccecsces 
Preferred Automobile, Grand Rapids............-.e+00+05 


Retienion Cantalts: Nemes c..<.<.05 a vena a cskse icescceess 
St. Paul Mercury Indemnity of St. Paul, St. Paul.......... 


Union Indenmity, New Orleans... ....0ccceccccscccscscsccs 
United States Guarantee, New York. .............0.0ee0% 
West American Commercial, Los Angeles................- 
Wolverine Fire, Lansing*. ....cicccccccvesscccccecsesees 


Zurich General Accident and Liability, Chicago............ 


Year Total 
Ending Admitted Capital 
June 30 Assets Paid Up 
may? 1929 1,752,616 1,000,000 
1928 1,732,390 1,000,000 
a waters 1929 3,971,882 1,000,000 
1928 3,791,650 1,000,000 
eats 1929 4,322,983 1,000,000 
1928 4,088,899 1,000,000 
ees 1929 6,985,918 750,000 
1928 6,053,199 750, 
Seis f 1929 24,489,495 5,000,000 
1928 22,691,037 5,000,000 
Pere 1929 6,333,549 1,100,000 
1928 3,996,989 1,000,000 
sate 1929 6,819,3 1,000,000 
1 1928 7,423,634 000,000 
eee if 1929 700,672 350,000 
1928 667,454 350,000 
dies f 1929 1,748,577 250,000 
) 1928 1,650,218 250,000 
i 21,004,445 1,000,000 
1928 19,285,079 1,000,000 
awe J 1929 1,410,003 250,000 
1928 1,315,835 250,000 
meree j 1929 2,595,332 400,000 
1928 2,466,378 200,000 
dora f 1929 19,106,558 800,000 
| 1928 21,086,410 800,000 
Seta 1929 1,230,265 300,000 
\ 1928 1,235,228 290,800 
sabes J 1929 706,161 250,000 
\ 1928 484,522 200,000 
asotes 1929 1,510,287 600,000 
ted 1929 2,222,214 800,000 
1928 1,259,101 250,000 
ewer 1929 14,175,337 2,500,000 
1928 14,747,361 2,500,000 
rari eta 1929 6,259,105 1,000,000 
{ 1928 5,252,423 1,000,000 
eosed f 1929 474,651 100,000 
1928 1,616,654 250,000 
agate 1929 709,023 200,000 
1928 689,596 200;000 
eee 1929 18,053,881 600,000 
1928 17,045,517 600,000 


* On casualty basis since July 1, 1927. Writes automobiie only. 
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Net Net 
Net Premiums 
Surplus Written Paid 
iS) Se ee —1,454 
oe ——_————e ee —479 
819,218 1,205,808 475,612 
797,958 1,132,059 
814,739 1,161,764 475,186 
557,857 1,106,700 765,558 
1,625,146 878,544 174,630 
1,356,970 785,335 77, 
6,627,159 5,752,057 1,486,804 
5,584,005 5,558,675 1,348,359 
1,100,978 3,022,218 718,337 
790,7 1,719,402 325,786 
1,225,157 2,417,844 1,092,113 
1,290,137 2,867,596 1,404,595 
215,700 89,284 127, 
181,929 290,505 112,893 
1,208,928 179,076 15,587 
1,121,383 183,921 13,520 
4,381,822 8,782,339 3,895,748 
4,063,723 8,504,799 3,629,589 
329,878 577,994 204,006 
346,993 533,989 170,080 
422,742 1,649,851 70, 
438,656 1,590,297 522,975 
4,765,200 6,522,529 3,387,559 
5,379,451 7,577,980 3,922,144 
70,094 890,799 71,002 
288,113 932,531 435,436 
97,150 350,849 98,473 
62,624 260,116 49,761 
501,120 264,071 61,713 
577,785 751,387 302,100 
529,450 445,065 103,342 
1,120,385 6,556,975 3,089,890 
1,500,000 7,159,005 2,201,444 
2,478,741 1,226,237 205,901 
2,067,103 875,132 211,719 
86, 225,099 70,397 
218,380 935,885 316,070 
225,212 174,968 c 
216,566 149,938 74,888 
1,500,0¢0 6,956,228 3,508,058 
1,500,000 6,084,201 3,605,942 
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‘In ten years experience, 
never such co-operation.”’ 


from an unsolicited \etter 


NWNL’s Ten 
Points of Superior 


DYErVICEe « 


UCH expressions of satisfaction 

from Agents who have “found 
themselves” with NWNL are not 
received daily, or even once a week. 
But they come often enough to 
prove that there is a bond between 
NWNL Fieldmen and their Com- 
pany which cannot be rightly illus- 
trated with ink and paper. 


1. Non-Medical Privileges 
. Substandard Service 

3. Group Insurance 

. Salary Savings 

5. Low Ratio of Rejection 
Analyzed into its parts, this bond 6. Liberal Disability 
would resolve itself into the ten 
elements of superior equipment of- 
fered Fieldmen by NWNL which 
pre listed here. 


NORTHWESTERN NATIONAL 
LIFE INSURANCE COMPANY 


©. J. ARNOLD. pacsiwenr 


STRONG~> Minneapolis Minn. ~ LIBERAL 


7. Age limits from birth to 
65 years 

3. Participating and Non- 
Participating 

9. Mail Advertising Ser- 
vice 

. Policyholders’ Health 
Service 

















INSURANCE COMPANY 


Des Moines, Iowa 


Paid to Policyholders, over $28,000,000.00 
- - $141,492,727.00 


{Insurance in Force 


A. C. TUCKER, President 



































The Home Life Insurance Company of America 


Incorporated 1899 
PROTECTS THE ENTIRE FAMILY 


This Company issues all modern forms of policy contracts from BIRTH 
to 60 years next birthday. 
INDUSTRIAL POLICIES are in FULL IMMEDIATE BENEFIT from 
date of issue and are up-to-date in every respect. 
ORDINARY POLICIES contain valuable SPECIAL DISABILITY and 
TOTAL AND PERMANENT DISABILITY CLAUSES and DOUBLE 
INDEMNITY FEATURES, and are guaranteed by State Endorsement. 

A Home Life policy brings peace of 

mind to the man who loves his family. 
Basil S. Walsh, President P. J. Cunningham, Vice-President 
Joseph L. Durkin, Secretary John J. Gallagher, Treasurer 

Dr. E. Bryan Kyle, Medical Director 
independence Square Philadelphia, Pa. 














COMMEMORATING 


The Erection of the Northern Life Tower 
our Souvenir Tower Policy provides: 
Old Age Endowment 

DOUBLE for Accidental Death 
TRIPLE for Fatal Automobile Accident 
Disability Benefits, Dividends 


Liberal Agency Contracts 
If interested, write 
NORTHERN LIFE INSURANCE CO. 


D. B. Morgan, President 


Home Office, Northern Life Tower 
Seattle 
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EXPANSION 


This is the keyword 
in the program of development 


of ATLANTIC LIFE of Richmond, Va. 


Prospective General Agents, men who wish to 
throw in their lot with a strong growing company, 


will find that 
“Honestly, It’s the Best Policy.” 


ATLANTIC 




















THE WOMAN’S BENEFIT ASSOCIATION 


Largest Fraternal Benefit Society Composed Exclusively of 
omen in the World 


Organized October 1, 1892 
WOMEN DEPUTIES WANTED 
Good Territory Everywhere in United States 
and Canada for Qualified Field Applicants 
$27,000,000 
39,000,000 


For further intormation write to 


THE INTERNATIONAL HEADQUARTERS 
W. B. A. Building Port Huron, Michigan 


Bina West Miller Frances D. Partridge 
Supreme President Supreme Secretary 





GEORGE WASHINGTON LIFE 


INSURANCE COMPANY 
Charleston, W. Va. 
Harrison B. Smith, President 

presents opportunity for liberal contracts covering definite 
territory with Home Office registry and with power of ap- 
pointment of sub-agents. 
The States of West Virginia, Vriginia, Ohio. Kentucky. 
Tennessee, South Carolina, North Carolina, Georgia, Michi- 
gan, Oklahoma and Washington. 


Address ERNEST C. MILAIR, Vice President and Sec’y. 
































FIRE REINSURANCE TREATIES 


Eagle Fire Insurance Company 
New Jersey 


Baltica Insurance Co., Ltd. 


Denmark 


Franklin W. Fort Thomas B. Donaldson 
18 Washington Place, Newark, N. J. 














RCE HAST. 


THE SPECTATOR 
August 29, 1929 





